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So be practical, be thrifty. When replace- 
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land. Write for parts catalog showing complete HERMETICS 


stock available for Copelameti« hermetics: 


seal assemblies, valve plate and gasket kits 


for Open-lype units. 
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FULL DISTRIBUTOR EFFICIENCY 
No nozzles to install or size. 
a PY a One Venturi-Flo replaces distributors 
Pe ¥ requiring up to 6 or 7 nozzles. 
Works in any position 


Works ___ . 
== in any —— 
; iti ; COMPLETE RANGE OF SIZES 


position 


See your Alco wholesaler or write for Bulletin 188-57 


Buy ALCO... the System Shows the Difference 


The one complete line of refrigerant controls 
that insures product quality: Thermostatic Ex- 
pansion Valves, Refrigerant Distributors, Solenoid 
Valves, Suction Line Regulators, Flooded Evaporator 843 KINGSLAND AVE. e@ ST. LOUIS 5, MO 


Controls, and Reversing Valves. 
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CONDITIONING 


Jenni Genetron says: THE RIGHT REFRIGERANTS 
FOR YOUR EVERY NEED ARE 


Ask Your Whol/esa/er for tr n 
genetron 11 


ORANGE LABEL CCI;F 


wes SUPER-DRY 
WHITE LABEL CCI,F, REFRIGERANTS 


Dichlorodifluoromethane 


genetron 22 Here’s why: “Genetron” Super-Dry Refrigerants are proved by 
GREEN LABEL CHCIF, 


performance. Their quality is always uniformly high; their moisture content 
Monochlorodifluoromethane 


always exceptionally low. They meet or surpass the strictest refrigerant 
genetron 113 specifications for Auorinated hydrocarbon refrigerants in equipment 
PURPLE LABEL C,CI;F; of every type. That's why you can always depend on “Genetrons” for 
Trichlorotrifiluorocethane trouble-free performance. When you call your wholesaler, insist 
genetron 1144 on “Genetrons’—the super-dry refrigerants. 

BLUE LABEL C,CI,F, 

Dichlorotetrafiuoroethane aan GENERAL CHEMICAL DIVISION 
Available from : Allied Chemical & Dye Corporation 
wholesalers everywhere. J 40 Rector Street, New York 6G, N.Y. 
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812 Huron Road, Cleveland 15, Ohio 


25/ Nobody Wins Price War—Let’s Stop It! 


Price cutting seriously affects the sales ability of people at every level of the 
industry. For their own sake, as well as for the sake of their distributors and 
dealers, manufacturers should make a move to stop it. 


26 /YOU’RE THE BOSS . . . beginning a significant 12- 
article series on how to run your business by George C. 
Webster, management consultant 


PART 1—How to Analyze Your Business—-offers you a chance to check your 
own M.Q. (Management Quotient) by means of a 50-question quiz designed to 
show you where you need help in your business operations. 


29 / Prove Your Profit Story 


. .. to prospects who think they can’t afford commercial air conditioning. This 
contractor does, and it pays off in sales. 


31/ Don’t Start from Seratch 


... if you want to provide a customer with the most cooling for the least money. 
Read how this contractor made effective use of old ventilating facilities in 
designing a new air conditioning system for a downtown church. 


32/1 Tried To Buy” Article Hits Home 


Letters from all levels of the industry support the results reported in the featured 
article in our November issue that laid bare some of the weaknesses in the 
merchandising of residential air conditioning systems. 


33/ What Buyers Say 


Letters from other homeowners indicate that dealers everywhere make it tough 
for people to buy residential air conditioning. 


34/It Pays To Be a “Show-Off” 


This Colorado contractor has made the most of his move to new quarters by 
urging prospects and customers to personally inspect the firm’s facilities for doing 
a complete air conditioning job. 


37 / How Sales Are Created! 


A single inter-office memo tells the full story of how one enterprising commercial 
refrigeration salesman closed a complete food market sale by literally building 
it from the ground up. 


39 /Take the Headaches Out of Attic Unit Installations 


41 /The Flowers that Don’t Bloom 


This closely controlled commercial refrigeration system makes it possible for 
this Indiana nursery to build a backlog of rosebuds for peak selling seasons. 


71/ Duct Sizing Can Be Simple 
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Puts big cooling tower features 
in small package 


Binks new Watertemp 


Small, compact, economical in cost, 
operation and maintenance—Binks 
Watertemp cooling towers are ideal 
for air conditioning installations in 
the 5 to 60 ton range. Base dimen- 
sions for the largest unit are only 
7’6" x 12° and maximum over-all 
effective height is 5’. 


Efficient counter-current water and 
air flow. A dynamic and static bal- 
anced fan mounted at the top of the 
tower draws air up through the deck- 
ing. Water is brought in at the tower 
top under low head and flows down 
over the multi-finned plastic deck- 
ing. No nozzles are required to effect 
initial water break-up. 


Heavily galvanized after assembly. 
Metal framework, panels and all 
attachments are heavily galvanized 
after assembly. Special hot-dipped 
galvanizing deposits a 20% heavier 


yh 


EVERYTHING 


thickness than established as stand- 
ard by Federal and A.S.T.M. speci- 
fications. No additional painting or 
coating is required. 


Easy to install and maintain. Only a 
simple mounting foundation is need- 
ed to support the tower package. 
Heavy galvanizing cuts metal main- 
tenance to almost zero. The plastic 
internal decking unit slides out for 
cleaning and makes routine inspec- 
tion and maintenance of the tower 
an easy job. 


Send for complete data. Ask your 
Binks Branch Office, or write direct 
for the new Watertemp Bulletin. For 
larger induced and forced draft cool- 
ing towers, ask for Bulletin 477-A 
(Binks 3-B series) and Bulletin 333 
(Binks 2-K series). Binks engineers 
will be glad to answer your questions 
and help solve your particular cool- 
ing problems. There is no obligation. 


po & 


A COMPLETE LINE OF NATURAL DRAFT AND MECHANICAL 
DRAFT COOLING TOWERS AND INDUSTRIAL SPRAY NOZZLES 


Binks Manufacturing Company 


3134-38 Carroll Ave., Chicago 12, Ill. 


REPRESENTATIVES IN PRINCIPAL U.S. & CANADIAN CITIES + SEE YOUR CLASSIFIED EP DIRECTORY 
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Are you building a new school 


or renovating an old one? 


a : 
~b 
Pb ewe 


asemetaaneil 
SCHOOL 
CATALOG 


contains 
necessary 
application 
and selection : 


data J 
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ANEMOSTAT. 
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DRAFTLESS Aspirating AIR DIFFUSERS | 
ANEMOSTAT CORPORATION OF AMERICA 
10 EAST 39TH STREET, NEW YORK 16, N. Y. 

i 

i 

! 


Representatives in Principal Cities 
AC-1359 


a ; 


ata, els FOR SCHO 


Tim) 


fi a Py 
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Fr 
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FOR HEATING AND rr 


A) 


} yuST CLIP AND Ma~IL 

ANEMOSTAT CORPORATION OF AMERICA 
10 £&. 3@TH STREET, NEW YORK 16. NEW YORK 
Gentlemen: 


Please send me, without obligation, 
a copy of your new School Catalog. 


Company 
Address 
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New Jamison Lo-Temp Deep Tunnel Door 


speeds volume handling —saves refrigeration 


* 

Vap-r-ty?’Metal Cladding — FROSTOP — 

all seams locked and soldered prevents icing and freezing shut of 
: doors . . . Thermoswitch assures safe 

an Lett Retee seated. temperature. Underwriters label. 


Strip Rubber 
' Curtains — 
J located at each end of tun- 
Lo-Temp Door— nel to create air lock to 


designed for temperatures save refrigeration. 


+ 15°F. down to — 30°F. 


NOW packages and cans can be moved into and out of refrig- 
erated areas with minimum loss of cold! Jamison’s new 
Lo-Temp Deep Tunnel Door, available with one, two or more 
rubber strip curtains, can be adapted to mechanized handling 
and the use of conveyors. 


Jamison manufactures a full line of package and can passing 

doors including the new power-operated vertical sliding door. 

Complete description of all these doors is in Jamison’s new 

catalog. For your copy, write today to Jamison Cold Storage 
" Door Co., Hagerstown, Md. 


Send for this catalog today for *Jamison Trademark 
complete data on Jamison’s full 


line of passing and reach-in 
doors. 


COLD STORAGE DOORS 
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FOR THOSE AIR 
CONDITIONING 
JOBS... 


Compressors from the BIG 


TINT Ta 


SINCE 1906 


LONG LIFE, RELIABLE OPERATION FEATURES 
OF BRUNNER COMPRESSORS INCLUDE: 
MOUNTING BASES CONSTRUCTED OF STRUCTURAL STEEL. 
LOW AND HIGH PRESSURE TYPE CONTROL. 
FORCE FEED LUBRICATION. 
PRESSURE RELIEF SAFETY VALVE. 
MODULATION AND UNLOADED START (optional). 


T ypical of the BIG air conditioning jobs where architects, consulting engineers and 
contractors have learned to rely on BRUNNER compressors is the new Bostitch 
plant in East Greenwich, Rhode Island. 

75 HP compressors, 100 HP compressors—whatever the size requirement —there was 
a Brunner unit to satisfy the design conditions. 

Rugged workhorses of the various air conditioning systems at Bostitch, these units are 
tied-in to Dunham-Bush evaporative condensers and serve ceiling mounted air handling 
units for the Stapling, Engineering and Drafting departments. They also serve Dunham-Bush 
multizone units for conditioning executive offices and cafeteria areas. 

Select Dunham-Bush and Brunner for single source service and responsibility. 


BRUNNER DIVISION _ 
DUNHAM-BUSH, INC. 


- as * COSERENCR ° wap © HEAT waves 


UTICA, NEW YORK an 


“nie + amUNNE 
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“We regard Styrofoam as the best all-around 
insulation material we know of’—Super Valu Stores, Inc. 


“When we buy insulation,” says R. M. Winslow, vice presi- 
dent and general director of operations for Super Valu Stores, 
Inc., Hopkins, Minnesota, “we consider the heat transfer 
factor (‘K’ factor) as it balances against the cost of the in- 
sulation and the cost of the refrigeration required to handle 
the job. Styrofoam® wins out with us because of its superior 
vapor barrier properties, its cost and its efficiency from the 
heat transfer point of view. 


“We are presently operating six warehouses. Styrofoam was 
used in the three most recently completed ones, and we 
plan to use it in our next warehouse. Room temperatures 
vary from a tropical 72° in the banana ripening cycle to an 
arctic —10° in the freezers.” 


For more information about Styrofoam, write to THE Dow 
CHEMICAL COMPANY, Midland, Michigan, Plastics Sales 
Department 1710D. 


CHECK THIS EXCLUSIVE COMBINATION OF PROPERTIES 


Superior Easy 
resistance to handling and 
rot and vermin fabrication 


Lowest 


cost per 
year service 


Low-cost 
installation 


YOU CAN DEPEND ON 
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A service offered through subsidiaries of 
Commercial Credit Company, Baltimore . . . 
Capital and Surplus over $200,000,000... 
offices in principal cities of the United States 
ond Canada 


and close the sale 


Most of your prospects need their cash reserves and usual 
lines of credit for current operations. Break through this 
financial barrier. Make it easier for the prospect to sign 
on the dotted line by including financing arrangements. 
COMMERCIAL CREDIT’s Refrigeration Plan is backed by 
many years’ experience in your industry—experience in 
handling financing for thousands of commercial refrigera- 
tion and air conditioning installations. 


Let us show you how COMMERCIAL CREDIT experience 
and know-how saves you time and money . . . and helps 
you close sales with less delay. Call our office in your city, 
or write COMMERCIAL CREDIT CORPORATION, 300 St. Paul 
Place, Baltimore 2, Md. 


Make your proposais complete ...include 
financing with COMMERCIAL CREDIT PLAN 
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ABOUT 


Frank C. Hawk has been 
named Recold’s representative for 
New York, 
New Jersey, 
Pennsylvania, 
and the New 
England states. 
He will head- 
quarter in 
New Jersey 
and will even- 
tually open 
sales offices 
throughout his territory. 


Roy B. MeCrady has been ap- 
pointed a manufacturer’s repre- 
sentative by the Brass Div. of 
Kerotest Mfg. Co., Div. of Miller 
Printing Machine Co., Pittsburgh, 
Pa. McCrady has represented such 
companies as Refrigeration Equip- 
ment Co. of Missouri. Ansul Chem- 
ical Co., Texas Refrigeration Sup- 
ply Co. of Fort Worth, and Alco 
Valve Co. He will cover the states 


of Missouri, Kansas, Iowa, and 
Nebraska. 


Jack Reiter, formerly Sweden 
Freezer Mfg. Co., area manager 
for the south 
central area, 
has been pro- 
moted to cen- 
tral regional 
manager. 
Reiter first 
joined the firm 
in 1952. Prior 
to 1952, he 
was national 
sales manager for Qualheim Co. 
of Racine, Wis. and was also in 
merchandising and promotion for 
Butler Brothers of Dallas, Tex., for 
1l years. 


we 


Warren L. Hotmer has been 
named to the newly created post 
of marketing assistant in the 
wholesale refrigerant sales section 


10 


of Du Pont Co.’s “Freon” Prod- 
ucts Div. Hotmer joined Du Pont 
in 1939. 


The appointments of F. A. 
Greenawalt as director of re- 
search and J. E. Kumler as chief 
engineer have been announced by 
Ranco Inc. Prior to assuming his 
new position at the Ranco research 


F. Greeawalt 


J. &. Kumler 


center in Fort Lauderdale, Fila., 
Greenawalt had served as the com- 
pany’s Chief Engineer since 1945. 
Kumler joined Ranco 17 years ago 
and for the past three years has 
been factory manager. 


Drayer-Hanson promoted Ugo 
Rostagno to sales department of- 
fice manager. Rostagno has been 
shop foreman for the past two 
years. 


The Heating, Cooling & Air Con- 

ditioning Div. of Young Radiator 

Co., Racine, 

Wis., has an- 

nounced the 

appointment 

of Frank E. 

McInnis as 

eastern dis- 

trict sales sup- 

ervisor. Mc- 

Innis will 

headquarter in 

Boston. He has more than 19 years 

experience in the heating and cool- 
ing industry. 


David W. Hoppock now the 

new vice president and general 

sales manager 

of Bryant Mfg. 

Co., Div. of 

Carrier Corp. 

Until his new 

assignment, 

Hoppock has 

been eastern 

regional man- 

ager in New 

York City for 

the thers “Equipment Div. He 

joined Carrier in 1945 as staff 

assistant to Cloud Wampler, chair- 
man of the board. 


Two vice presidents have been 
appointed by Mathes Co., Inc., 
Glen Alden subsidiary. John J. 
Hildebidle is the new executive 
vice president. Edward H. Sch- 
wartz has been named vice presi- 
dent in charge of engineering and 
manufacturing. Previously, Hilde- 
bidle was a vice president of In- 
ternational Heater Co. Schwartz 
formerly was a project engineer 
with Addison Products Co. 


Lloyd D. Wasson has been 

named general manager of pack- 

aged products 

for all fran- 

chised branch- 

es and subsidi- 

aries of York 

Corp.., subsidi- 

ary of Borg- 

Warner. Was- 

son has been 

with York 

since 1938, 

serving as regional commercial 

sales manager and president of the 

York Detroit Corp. Since 1947, he 

has been president and member of 

the Board of Directors of York 
Distributors, Inc. 


William B. Hammond 
has been appointed sales manager 
of the American Metal Hose Div. 
of the American Brass Co. Ham- 
mond joined the Anaconda subsid- 
iary as a sales trainee in August 
1946. He has been a division sales 
representative in both Chicago and 
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WANTED: 
AGGRESSIVE DISTRIBUTORS 
WHO CAN'T AFFORD TO WAIT! 


Capt ff a 


selling 63% more ice makers 
than ever before... can you 
afford not to find out why? 


The fastest selling ice makers on the market 

today are Crystal Tips 2-in-1 Ice Makers. 

Why? Because automatic ice making is here 

and Crystal Tips has the features customers 

adie Manan ma By want. Now is the time to cash in on this vast 
clockwise from top: 8-500-B, 5 market! 


B-300-B8, B-200-B. Capacities 
up to Y% ton per day 


From the standpoint of design, engineering 
and attractive prices with high distributor 
profits, no other ice maker on the market 
can match Crystal Tips. 


een ae We want aggressive dealers now. If you are 

ay iH: not satisfied with the profits you are getting 

P 4 i’ from the line you are now handling or if you 

Pe are not handling a line of ice makers and 


F want more facts about a Crystal Tips dis- 
A COMPLETE LINE 4 tributorship, write us today. 


: First Name in Automatic Ice Makers 
2-IN-1 AMERICAN 


ICE MAKERS AUTOMATIC ICE MACHINE COMPANY 
1871 Fourth Street N. W. Faribault, Minnesota 


A Division of McQuay, Inc. 


/ 


2. 
Q 
IT PAYS TO BE A CRYSTAL TIPS DISTRIBUTOR 4 
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One of these 4 types will meet your requirements ... best 


Is minimum motor current inrush your primary consideration? 
Is it reduced starting torque? |§ Or maximum smoothness in acceleration? 
Is cost an important factor? 


With these four types Square D can meet any reduced voltage starter requirement—exactly. 


Write for Reduced Voltage Starter Bulletins. They give complete details. 
Address Square D Company, 4041 N. Richards Street, Milwaukee 12, Wisconsin. 


now...EC&M propucts ARE A PART OF THE SQUARE D LINE! 


3 QUARE J) COMPANY 
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Detroit. Since 1954, Hammond has 
been assistant sales manager of the 
division at Waterbury, Conn. 


L. E. Long is the new manager 
of the San Francisco electrical 
sales branch 
of Wagner 
Electric Corp. 
Long joined 
Wagner in De- 
cember, 1934 
as a student 
engineer. He 
has 
sales engineer 
in the Los An- 
geles branch since 1936. 


been a 


The appointment of John Stew- 
art Jr. as acting controller of 
Reading Tube Corp., has been an- 
nounced, Stewart has been asso- 
ciated with the 
1951. 


company since 


Kenneth 0. Ralphs, formerly 


sales manager of the Timken Silent 
Automatic 
Heating and 
Cooling Div. 
of Scaife Co.., 
Pittsburgh, has 
been appoint- 
ed sales man- 
ager of the 
residential di- 
vision of York- 
Shipley, Ine. 

Ralphs has been in the heating 

business since 1933. 


United States Air Conditioning 
Corp. announces the appointment 
of William C. McMichael as 
general sales manager. McMichael 
most recently was manager of the 
Cooling Div. for Bryant Air Con- 
ditioning Corp., Philadelphia. 


Walter G. Seeger, chairman 
of the board of directors of Whirl- 
pool Corp., has relinquished this 
position effective Jan. 1. 
will continue as a director. 


Seeger 


& AIR CONDITIONING 


E. C. Wareheim, chairman of 
the board of directors of Com- 
mercial Credit Co., has retired 
after 45 years with the firm. Ed- 
mund L. Grimes has been elect- 
ed president and a member of the 
board. Charles T. Crossfield has 
been named vice president. 


Cc. P. (Bill) Yoder has been 
named to head up the newly cre- 
ated product research and develop- 
ment department of Tranter Mfg., 





@ JANUARY, 


‘THE 


COLD 
FACTS: 


Inc., Yoder has been with Tranter 
since 1949, For the past four years 
he has been assistant general sales 
manager. Replacing him in 
this capacity is Bob Saxton. 


The appointment of Henry O. 
Kirkpatrick as general manager 
of American Mfg. Co. has been 
announced, Kirkpatrick founded 
Coldmobile Co. in Detroit, in 
1948 to manufacture and market 
truck refrigeration and mobile air 


More servicemen use driers 


filled with PA 400° 
SILICA GEL 


Here's why millions of pounds of PA 400 


are in use today! 


@ PA 400 driers adsorb as much or more moisture 


than any drier on the market. 


@ PA 400 has the highest reserve capacity 


of any refrigerant desiccant. 


@ PA 400 not only removes moisture that causes 
acid formation, but also removes acids already 


in the system. 


@ PA 400 is non-dusting, non-deliquescent and 


does not channel. 


Progress Thoth Chemistry 


DAVISON CHEMICAL COMPANY 


Division of W. R. Grace & Co. Sere 
Baltimore 3, Maryland 4 


Producers of: Catalysts, Inorganic Acids, Triple Superphosphates, Superphosphotes, Phosphate Rock, Silica Gels, 
Silicofivorides, Rere Earths and Thorium. Sele Producers of DAVCO® Granulated Fertilizers. 
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conditioning units. He was presi- 
dent of the firm until 1951 when 
it became a division of Union As- 
bestos & Rubber Co. of Chicago. 
Since that time he served as di- 
vision manager to June of 1956 
when he was appointed vice presi- 
dent, refrigeration, Hunter Mfg. 
Co., Solon, Ohio. 


Mark R. Darmer, special as- 
sistant to the sales vice president 
of the Coleman Co., Inc., has been 


as manager of the Coleman branch 
sales office in Dallas, Tex. Ac- 
companying Darmer to Dallas will 
be Merle H. Crist of the Wichita 
office. He will represent Coleman 
in east Texas. 


Dr. J. F. Downie Smith has 
been elected a vice president of 
Carrier Corp. and will head its 
central Research and Development 
Div. Walter A. Grant, vice presi- 
dent since 1953 has been desig- 


named to succeed Leland C. Ginn 


nated as coordinator of all de- 


The Nautilus, the first atomic submarine, can cruise for over 
a year without refueling. Even though this is the most powerful 
undersea craft ever built, water leaking into the hull would very 
quickly put it out of commission. Water must be kept out! 

So with refrigeration units ... the entry of water invariably 
causes them to cease functioning. The quickest and surest way 
to correct this is to inject Thawzone, the moving dehydrator, 
which circulates throughout the entire system,destroying mois- 
ture wherever found. 


THAWZONE HAS VERY DEFINITE ADVANTAGES: 


|. Actually destroys moisture 
anti-freeze ture changes. 

2. Scavenges oxygen helps to overcome 5. May be used in units containing any of 
the harmful effect of traces of oxygen the “Freons”, methy] chloride, methylene 
which may remain in a refrigeration sys chloride or isobutane 
tem after the usual purging 6. Costs only about 8 cents per lb. of re- 

3. Cannot cause pressure drop frigerant treated. Used in minute amounts. 


not a mere 4. Does not release moisture when tempera- 


Try a | oz. bottle of Thawzone today! Also avail 
able in 4 oz. and pint bottles. Call your wholesaler 


HIGHSIDE CHEMICALS 
INCORPORATED 
Formerly STEWART INDUSTRIES. INC 
4 COLFAX AVENUE 
CLIFTON. NEW JERSEY 
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velopment engineering activities. 
The appointments of both men 
will become effective Jan. 1. For 


Dr. D. Smith W. A. Grant 


the past 10 years Dr. Smith has 
been dean of engineering at lowa 
State College. He also has served 
as director of its Engineering Ex- 
periment Station and Engineering 
Extension Service. Grant joined 
Carrier in 1928. 


Alfred C. Buensod, 71, chair- 
man of the board of Buensod- 
Stacey, Inc., died recently at his 
home in Scarsdale, N.Y. Buensod 
had been in ill health for the past 
year. 


Ted M. Stephens has been as- 
signed to the Trane Co. San An- 
tonio office as a sales engineer. 


Copeland Refrigeration Corp. 
announces the appointment of 
Louis A. 

Wallace as 

field represent- 

ative for Tex- 

as and Okla- 

homa. Wallace 

was formerly 

associated 

with Ansul 

Chemical Co., 

Russell Sales 

Co., Whittier, Calif., F. H. Lang- 
senkamp, Indianapolis; and J. M. 
Obere Inc, Detroit. He will have 
headquarters in Fort Worth, Tex. 


Lewis J. Cox, executive vice 
president of Iron Fireman Mfg. Co. 
has been elected president of the 
company. Cox has been a mem- 

Continued on page 72 
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Get the power you need for smooth, 


Pr 
cd 


2 acs eS nee. a, 
100 HP Century Performance-Reted 


type SCH Motor drives 4-stage 


in air conditioning in- 
stallation at large hotel. 


Performance-Rated® 
MOTORS 


Century has the motors you need... Performance-Rated to your 
specific applications! Here, a Century motor smoothly delivers 
the power for efficient compressor operation... with swift and 
easy acceleration from rest to full speed. Quiet starting and 
running characteristics; and where starting current must be 
limited, they are connectible for part winding starting. Available 
up to 400 HP. 


You can get Century Performance-Rated Motors to fit the precise 
requirements of your installations: for compressors, circulating 
pumps, cooling towers, fans, blowers, stokers, etc. Sleeve or 
ball bearing; wide range of torque, speed, mountings, frames. 
Call or write your nearby Century District Sales Office or 
Authorized Distributor. 


% 


P erformance & ated © 


MOTORS CENTURY ELECTRIC COMPANY 


1/20 to 400 H.P. 


; 
7 


18°53 Pine Street © St. Louis 3, Misseuri © Offices and Stock Points in Principal Cities 
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National-U. S. 


Central Station 
Air Conditioner 


Commercial 


COOLING & HEATING 


Write for full information to 
Marketing & Promotional Dept. 


National-U. S. Radiator 


CORPORATIO 


HEATING AND AIR CONDITIONING DIVISION 


New Flexazone Air Conditioning by National-U.S. offers 
Central Station Cooling and Heating for Commercial Buildings 


A unique new air conditioning 
unit was introduced by NATION- 
AL-U.S. RADIATOR COR- 
PORATION at the ARI show in 
Chicago last November. Called 
the NATIONAL-U:S. Flexazone 
CENtral Station Air Conditioner, 
Model CEN-FZ, it has the un- 
usual feature of supplying cooling 
and heating to different sections 
of a building simultaneously. The 
cooling cycle is an integral part of 
the unit. 

Temperature zoning, an air con- 
ditioning requirement for mod- 
ern commercial and _ industrial 
buildings, is available to archi- 
tects and engineers in the CEN- 
tral Station Flexazone. These 
units are a completely packaged 
assembly, ranging in size from 
7% through 60 HP of cooling 
capacity. Units are completely 
wired and piped and include com- 
pressors, condensers, (water- 
cooled or evaporative), blowers 
and motors, heating and cooling 
coils and Flexazone dampers. 


SELECTIVE COOLING 

AND HEATING 

Many public buildings require 
simultaneous heating and cooling 
in different areas. A hotel lobby, 
for example, may need consider- 
able heat on a cold day while at 
the same time a dining room or 
meeting room requires cooling. 
The florist’s shop, drug store, 
central offices and coffee shop in 
the same hotel would probably 
all require different degrees of 
heating or cooling, depending on 
the amount of traffic, the window 
exposure, the time of day, weather 
conditions, etc. With the NA- 
TIONAL-U.S. Flexazone, all 
these requirements can be satis- 
fied from the single unit. 

What applies to the hotel is 
certainly just as true for depart- 
ment stores, shopping centers, 
school buildings, factories and in- 
stitutions. A single Flexazone can 
distribute the proper amount of 
air at the selected temperature 
through ducts to many zones or 
areas, simultaneously. Each area 
can be held at its desired tempera- 
ture level with its own individual 
thermostat. 


VERSATILE INSTALLATION 
Space limitations are almost 
invariably a problem for the heat- 
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ing and air conditioning engineer 
or architect, whether the equip- 
ment is for a new building or an 
existing structure. Because of this, 
NATIONAL-USS. engineers have 
designed the CENtral Station 
Flexazone for installation flexibil- 
ity under almost any construction 
limitations. 
ONE COMPACT UNIT 

The convenience of having a 
Flexazone air conditioner for 
heating and cooling is an advan- 
tage to everyone concerned with 
modern building construction. In 
addition, factory assembly and 
testing before installation assures 
trouble-free performance on the 
site. Operating controls and safety 
devices are pre-assembled and 
pretested to eliminate costly im- 
provisation and revision after the 
unit is installed. And experience- 
proven NATIONAL-U.S. com- 
ponents and assemblies are used 
throughout the construction of the 
Flexazone to assure the highest 
standards of quality. 


CENtral Station Flexazone Unit 
with Evaporative Condenser. 


ENGINEERING DATA 

AVAILABLE 

Full engineering data on the 
NATIONAL-U.S. Flexazone 
CENtral Station Air Conditioner, 
Model CEN-FZ, have been as- 
sembled in bulletins describing its 
performance, physical layout, di- 
mensions and components. These 
bulletins can be obtained on re- 
quest from Marketing and Promo- 
tional Department, Heating and 
Air Conditioning Division, 
NATIONAL-U. S. RADIATOR 
CORPORATION, Johnstown, 
Pennsylvania. 
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Install the amazing 
NEW SPORLAN 


Note the full-view sight glass around the moisture indicator 
A Rae ee 2) en he -l-1 
ae the liquid line is restricted 


TOD AY eee with the Moisture Indicator that warns you 
before the moisture content of the refrigerant reaches a harmful level! 


It’s Feolproof Too! The Sporlan SEE-ALL has but _ tell you...If the indicator is Green, the refrigerant 
ONE moisture indicator for either Refrigerant 12 _ is safely dry. If it is Yellow, it is too wet for safety. 
or 22 with the color changes the same for BOTH! But before changing from Green to Yellow the 


No chance of a mix-up over refrigerants when You 
install the SEE-ALL. 


Sporlan SEE*ALL indicator becomes Chartreuse, the 
caution period that warns you before the refrigerant 


Just remove the plastic dust cap and a glance will becomes harmfully wet! 


So...Don’t throw caution to the winds... Order Sporlan SEE*ALLS from your Wholesaler today, 
then you can be sure that you will be warned in time to avoid costly freeze-ups and corrosion repairs due 


to moisture...and remember, if your SEE*ALL shows caution, don’t wait until it shows wet... Replace 


the drier immediately with a Sporlan Catch-All, and watch the SEE*ALL give you the green light! 
SPOR A a Ask your Wholesaler, or write direct for BULLETIN 70-10 
7525 SUSSEX AVENUE ST. LOUIS 17, MISSOURI 


STREET, NEW YORK 
LITHO IN U.S.A 


PLAY IT SAFE 


BUY SPORLAN 


(alch- AU FILTER - DRIERS 
i 


with the Original 
Molded Porous Core that now offers 
Even Greater Drying Capacity! 


Through constant engineering research, Sporlan has 
developed a new blend of desiccants that gives the Sporlan 
Catch-All even greater drying capacity, while maintain- 
ing ALL the original features that have made it the 
odds-on choice in the filter-drier field since 1948! 


The Famous Sporian 
Molded Porous Catch-All te eee 


WHAT IT IS... 
and WHAT IT DOES! 


MireR One 


Mhvarey cont It is molded of minute particles of a blend 
st Ne. nc-ases of highly efficient desiccants, which, after 
= complete assembly as a Catch-All, is activated 
to the highest degree of dryness...a minimum 
of four hours at over 500° F., then immediately 
sealed against any loss of activation before 

installation. 


It dries the refrigerant down to an 
extremely low end point ...a point 
so low that any remaining moisture 


is absolutely harmless! 


Its tremendous cylindrical, tri-dimensional 
filtering area unquestionably offers the only 
true filtering device capable of filtering out 
foreign matter with negligible pressure drop. 
UTHO IN U.S.A ae It cannot powder ...It cannot pack ...and the 
refrigerant cannot by-pass, or channel around 


For perfectly clean, perfectly dry it. Harmful corrosive acids are adsorbed and 
refrigeration and air conditioning systems . . . 


retained within the core itself! 
PLAY IT SAFE... 
buy Sporlan Catch-Alls, the perfect filter-drier Ss 
th the f PORLAN VALVE COMPANY 


with the famous molded porous core 


that now gives you even greater drying capacuy 


buy Sporlan See+Alls too, the amazing new 7525 SUSSEX AVENUE + ST. LOUIS 17, MISSOURI 
moisture -liquid indicator that eliminates 
° ; a ie one EXPORT DEPT: 85 BROAD STREET, NEW YORK 4, N.Y. 


the guess-work and worry on all installations! 





What does lack of air condi- 
tioning cost the government? 

Here are some eye-opening facts 
uncovered by the business research 
department of Carrier Corp. 

To send 13,789 governmental 
workers of all grades home early 
from six different buildings in 
Washington, D. C., one day last 
July it cost more than $82,000. 
This is money spent for which 
their was no return, Times em- 
ployees were dismissed ranged 
from 1 to 4 p.m. 

It is estimated that in Washing- 
ton about 70% of federally owned 
or leased space is now air condi- 
tioned. Outside of Washington, 
however, less than 10% of govern- 
ment-occupied office area has sum- 
mer cooling. 


oo 2 @ 


Freight cars refrigerated me- 
chanically rather than by ice are 
finding increased use on the na- 
tion’s railroads. 

Pacific Fruit Express Co. re- 
cently placed an order with Car- 
rier Corp. for 675 mechanical cool- 
ing systems designed for rail 
transportation of frozen foods and 
perishable cargo. It was the largest 
contract of its kind ever awarded. 

Five hundred of the systems are 
intended primarily for frozen food 
shipments, and the other 175 units 
are principally fer the protection 
of fresh produce. 

At the present time more than 
100,000 railroad cars are still re- 
frigerated by ice. 


* # & 


East beats West in its accept- 
ance of some types of commercial 
air conditioning installations. So 
says T. F. Waung, president of 
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Why United’s patented process results in 
corkboard of higher insulating value 


Cork in its natural state is well known and highly re- 
garded as an excellent insulating material. However, by 
an exclusive blocked-baked patented process that com- 
bines both external and internal heat in the moulding 
operation, United BB Corkboard is unsurpassed in insu- 
lating value. 


Further, United Corkboard is 100% cork . . . with no 
filler added, and, its high strength in relation to light 
weight permits a sturdy self-supporting structure that is 
simple to erect. It’s flexible too . . . fits accurately, works 
as easily as lumber and the natural resins released during 


processing further add to its excellent moisture resistant 
characteristics. 


The next time you have a need for low temperature insula- 
tion investigate the unique combination of benefits only 
“patented process” United Corkboard can provide. 


Write today for specifications and helpful installation 
data. No obligation. 


UNITED 
4 3} TCT UNITED CORK COMPANIES 


Spe Since 1907 
7 Central Avenue, Kearny, New Jersey 


ENGINEERING AND INSTALLATION SERVICE — 
to meet your individual requirement . . . insure the most 
effective use and provide proper installation, United main.‘ 
tains fifteen branches throughout the country, staffed with 
experienced engineers and installation crews. For the one 
nearest you simply write our Kearny address. 
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AUTOMATIC 
HOT GAS ike oot 


A new low temperature unit Automatically controlled 7 


cooler with low pressure heat reservoir REVAP, which 


drop, built-in heat exchanger re-evaporates condensed ee 
and drain pan de-icer, Avail- liquid for quick and positive 
able in eight sizes. coll de-icing. re ie 


SOLENOID 


Solenoid valve automatical- Timer can be manually set 


ly opens during defrost cycle to a pre-determined frequen- 

and diverts hot gas from cy, and length of the defrost- 

compressor discharge to ing cycle as required by eans uality 
evaporator. existing conditions. 


The new McQuay ZEROFROST is the finest automatic hot gas 
defrost system available. ZEROFROST is designed specifically for low 
temperature applications, below 35°F. and is fast, positive, dependa- 
ble and fully automatic. It is frost free and care free, and extremely 
simple in operation and equally simple to install. 

The key to the high efficiency of the McQuay ZEROFROsT system 
is the McQuay REVAP, a low wattage contact heated re-evaporator. 
This ReEVAP functions as a heat reservoir to re-evaporate the con- 
densed liquid formed during defrosting. This liquid is trapped in 
the re-evaporator and evaporated before leaving the REVAP thereby 
assuring protection of the compressor valves from liquid slugging. 

The zerOrrost system is available in eight sizes from 3,000 
Btu/hr. to 32,000 Btu/hr. at 10° T.D. For frost free, care free and 
fully automatic hot gas defrosting under any conditions, look to 
the new McQuay zerOrrRost system. See our representative in or 
near your city or write McQuay, Inc., 1643 Broadway St. N.E., 
Minneapolis 13, Minnesota, for complete information. 


-~ 
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Engineering Service Co., Trane 
distributor in Hong Kong. 

In the U.S. recently for confer- 
ences with factory personnel, 
Waung was surprised, he said, “to 
note the absence of air condition- 


about 2 sq. ft. of window area that 
otherwise would have been blacked 
out. 

Although the company made no 
effort to advertise or promote the 
idea, Wilson reports that about 


KIRK COUSART OPENS 
GREENSBORO OFFICE 

Kirk Cousart and Associates, 
manufacturers representatives 
with home offices in Charlotte, 
N. C., have opened an office in 


ing in many U.S. business places 
similar to those in Hong Kong 
which are all equipped with cool- 
ing systems. 

“Cooling is as much a customer 
‘must’ in Hong Kong barbershops, 
theaters, clothing stores, and other 
business establishments as is light- 
ing. All new hospitals are com- 
pletely air conditioned; so are 
most new multi-story office build- 
ings and hotels.” 


one out of every three customers Greensboro. N. C. 

for conditioners also ordered the W. S. Mitchell has been named 
Plexiglas panel. Normal charge for of the new office. He 
the panel was $10, but occasionally formerly was manager of the 
it was thrown in as an extra to firm’s Durham. N. C.. office. 


clinch a wavering customer. Kirk Cousart & Associates are 


representatives for American Air 
BUY FROM YOUR 
REFRIGERATION WHOLESALER 


Filter Co.’s air filter, dust control, 
and compressor products. 

Nor-Lake, Inc. 2nd & Elm, Hudson, Wis. (Phone: Hudson 523) 

Please rush FREE illustrated literature on: Freezers 0 


manager 


Dept. 203 


Refrigerators () Coolers C) 


? : NAME 
How much material goes into 


a “big” air conditioning job? 

Here are some figures released 
by York Corp. on its recently com- 
pleted project in the Conrad Hil- 
ton, Chicago, “world’s largest” ho- 
tel air conditioning system: 

116,160’ of copper tubing; 3400 
induction room air conditioners; 
54,815 copper fittings; 15,910’ of 
steel pipe; 30,000’ of special in- 
sulation tubing; 18,200’ of spiral 
sheet metal air duct; 13,500’ of 
special metal raceway. 

Equipment and machinery mak- 
ing up the 1600-ton-capacity sys- 
tem weighed 63 tons. 

As many as 60 steamfitters, 48 
sheet metal workers, 14 insulation 
men, and 10 carpenters were em- 
ployed at the height of the project. 


ADDRESS. 


City STATE ec a 


IT’S NOR-LAKE FOR ALL YOUR } 
REFRIGERATION NEEDS 


Find out which unit suits you best 
Mail coupon for FREE literature 


REFRIGERATORS—Handy “Reach-In” 
refrigerators. All have special moisture ht freezer shown. Offers high density 
evaporator that eliminates need for Ft rglas insulation and 
drain connection, adjustable wire cop’ 


FREGZERS— Big 27 cu. ft. capacity up- 


A new idea in merchandising individually 


er-tubed shelves for faster, more 


room air conditioniners popped up 
in Washington, D. C. last summer. 
Brain-child of Wilson Supply Co., 
it’s one that any dealer can use. 
Wilson Supply noticed that some 
potential customers, particularly 
those who had casement windows 
or large double-hung casement 
windows, hesitated to buy air con- 
ditioners because they felt that the 
installation would block off too 
much daylight and darken the 
room. 

Wilson Supply turned these ob- 
jections into a merchandising ad- 
vantage by offering filler panels 
made of clear Plexiglas. With the 
Plexiglas panel they reclaimed 


shelves, heavy duty blower coil that 
maintains constant temperature. Three 
sizes! All have thick Fiberglas ‘insula- 
tion, embossed aluminum interiors and 
heavy-gauge steel exteriors. 


COOLERS—Here’sa full line of Fiberglas 
insulated beverage coolers with dis- 
appearing doors. This beautiful Lo- 
Boy Cooler is just one of many that 
can save you space, time, money. 9 
models of Slant-Top Coolers with re- 
cessed bases and complete stainless top 
construction are also available. Dis- 
cover Nor-Lake. Mail coupon today. 


Nor-Lake also builds the finest walk-in 


uniform freezing. Heavy-gauge steel con- 
stfuction with aluminum liner ad shelves. 
Heater strips around door prevent sweat- 
ing. Models down to 20.2 cu. ft. 


coolers, cube makers, beer taps and bottle 
dispensers. Complete line available in stainless steel. 


For better freezing, cooling or storing, look to the nation’s northland and— 


NOR-LAKE, Inc. 


Hudson, Wisconsin 
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What's New in Refrigerants? 


Effective immediately two leading factors in the chemi- 
cal world join forces to serve the refrigerant industry. 
Chemicals American Potash & Chemical Corporation, a leading 
national refrigerant distributor for 20 years, and Penn- 
salt Chemicals Corporation unite to bring you 
*ISOTRON” ie Pennealt’s registered trademark ISOTRON refrigerants, newest of the fluorinated 
for its fluorinated hydrocarbons hydrocarbons in CHARG-A-CAN}# disposable con- 
t Trademark AP&C( tainers and bulk cylinders. First with the full line, first 
in constructive service for wholesalers, contractors 
and service men, TRONA continues its refrigerant 
marketing leadership. 


FIRST with the FULL LINE in disposable CHARG-A-CAN containers and bulk cylinders... |SOTRON-11, 
ISOTRON-12, ISOTRON-22, ISOTRON-113, ISOTRON-114, METHYL CHLORIDE and SULFUR DIOXIDE. 


For further information write 
eo e € 
American Potash & Chemical Corporation 
3030 West Sixth Street, Los Angeles 54, Calif. | 99 Park Avenue, New York 16, New York 


Export Office: 99 Park Avenue, New York 16, New York 
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~ MAXIMUM EFFICIENCY 
in MINIMUM SPACE... 


The/BOHN CH Ceiling Unit 


Available in 2, 3,4,5 and 712 tons capacities 


® easy and economical to install and service 
e silent, trouble-free operation 


e insulated to eliminate 
sweating and absorb sound 
e attractive, compact, 
The Bohn Ceiling Unit is a horizontal type blower evaporator, heavy gauge bonderized steel cabinet 
ceiling mounted for air-conditioning stores, shops, offices, with durable hammertone enamel finish 
restaurants and similar installations. Its attractive cabinet © built-in drain pan 
permits mounting directly in the conditioned space or the 
unit can be remotely mounted and connected to a duct 
system. Space for steam or hot water coil permits simple 
conversion to year-round air-conditioning and heating 
unit. Sectional side panels for easy inspection and main- 
tenance. Filters removable from either side. Full rated 
400 CFM per ton. Available in duct or grille models. 
Buy the known line—the Bo/n line. 


Rear view of Bohn CH Ceiling Unit 


Monutocturers of Commercial 
Retrigeration. Industrial Air 
Conditioning and Special Heat 
Transfer Surfaces 
PULL uk 


BOHN ALUMINUM & BRASS CORPORATION + BEIZDIVISION + DANVILLE. ILLINOIS 
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FOR BOTH R-12 and R-22 


Use only one 
water valve 


Penn “‘All-Range’” Water Valve Reduces 
Your Inventory 


Now, cut your water valve inventory in half! Stock only one 
model ... the new Penn 246 “All-Range” water valve... 
it’s perfect for both R-12 and R-22 service. 

This new model has all the superior features of the Penn 246 
... mo valve chatter; no water hammer; no corrosion of 
sliding parts; easy manual flushing; highly sensitive yet ac- 
curate ... all features which make it stay on the job longer! 
Available in 4”, 42” and 34” sizes. 

Ask your wholesaler for Penn... the refrigeration indus- 
try’s favorite water valve. 


Easy to adjust with service wrench, not Penn (0 NnTROLS. INC. Goshen. Indiono 


with fingers, thus tampering with adjust- EXPORT DIVISION - 27 E. 38th ST. NEW YORK. N.Y 
ment by user is discouraged. 


NU 


No rust, corrosion and sedimentation. 
Exclusive design keeps water away from 
bellows, range spring and sliding parts. 


Easy manual flushing after installation . . . 2 
screwdrivers, an upward lift and foreign matter 
is washed away to assure proper valve seating. 
AUTOMATIC CONTROLS FOR HEATING, REFRIGERATION, AIR CONDITIONING, APPLIANCES, PUMPS, AIR COMPRESSORS, ENGINES 
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Let’s Talk Business! 


Nobody Wins Price War --Let’s Stop It! 


ry HE lead article in the December issue of CoMMERCIAL REFRIGERATION & AiR CONDITIONING out- 

I lined the results of a survey made among more than 200 leading distributors, dealers, and contrac- 
tors throughout the country. These two key questions were asked: How do you expzct your 1958 
business to be? What will be your biggest sales problem? 


It was interesting to note that over 77% stated that they expected business to be as good as, 
f ’ I 


or better, than in 1957. I think you will agree that such a majority — among the men who have to 
sell the product to the user — indicates an optimistic picture for 1958. 


And well it might, for we are engaged in a business that is not saturated and offers products that 
give so many benefits to the buyer. More air conditioning and refrigeration products will be sold 
this year than last because more people will want them. Your ability to create sales will determine 
whether it is just more . . . or much more! 


What will be the biggest sales problem? “Price cutting!” That was the emphatic answer from 
65% of those asked. And here lies a cancer. One that is condemned not only by the contractors, deal- 
ers, and distributors, but by most manufacturers as well. 


Unquestionably, in striving to meet the competitive pricing of that blankety-blank dealer down the 
street . . . that distributor across town .. . that manufacturer in another state, all have seen their 
profit picture deteriorate. It’s strange how it always seems to be “the other guy” who is causing 
this situation. May I suggest that you take a closer look at your own house . . . perhaps you may 
be causing a little of it yourself. 


But that is not the point I wish to make. I believe that this price cutting situation has affected 
seriously the sales ability of people at every level of the industry. Too many times I have seen 
a manufacturer's salesman call upon distributors and dealers and make this his sales pitch: “I can 
beat the price you’re paying for ‘X’ equipment by 10%.” The company he represents and the 
product he handles is never sold. Just the price. 

I have seen distributor salesmen do the same thing when they call upon dealers. And certainly we 
know that too many dealers and contractors, in their contacts with the user, have fallen into the 
same trap — give a price, and to hell with the sales story. 


It is easy to understand why the distributors, dealers, and contractors place so much emphasis on 
price in their “sales” story. Too many manufacturers are using price as their only sales story. It’s 
a vicious circle — like a dog chasing its tail. Nobody wins. 


If price cutting were the key to volume sales, then 1957 would have been a big year. Was it? 


To correct this situation, may I suggest that the leading manufacturers make a move to rebuild 
confidence in price sheets by establishing them at a reasonable level and then holding to them. If 
this is done, prices will firm up all the way down through the distribution channels, and we can 
all get back to the true philosophy of selling . . . a sound product at a fair profit for all. 


Kon Wer 


EDITOR’S NOTE: Thom Muir invites you to write to him regarding any sales problem that you 
might wish him to discuss. Address your letters to him in care of this magazine. 


Good luck and good selling. 
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Starting a 12 part series: 


YOU'RE THE BOSS 


by GEORGE C. WEBSTER, president, George C. Webster and Associates, Inc., Management Consultants 


How To Analyze Your 


Yes, you're the boss. But like many 
another businessman, you're often to close 
to your own problems to be able to get 
a good look at them. So COMMERCIAL 
RerriceRATION & Air CONDITIONING 
has hired an expert to help you, 
Meet your new management consultant. 
He is George C. Webster of Washington, D. C. 
Webster is a boss, too 
and a mighty successful one. 
For years he has operated 
profitable air conditioning 
firms at the dealer, 
distributor, and service level. 
What's more, he heads 
his own thriving firm of 
management consultants and 
teaches business budgeting 
and executive control at 
American University. 
George Webster knows 
your business. More important, 
he knows scores of other 
businesses just like it. Each month during 
1958 he will give you, through the pages of 
this magazine, the next best thing to 
personal consultation. His articles 
will cover every major area of business 
management, Don’t miss them! 


INDIVIDUAL HELP: To tie this program 
directly to your own specific business, 
Webster will conduct a Management Clinic 
by mail. Send your management problems to 
him in care of this magazine. He will answer 
you directly. There is no charge to 
CRAC readers for this personalized service. 


Reprints of this article-— and eventually 
the entire series—will be available. Price 
of this one: 35¢. Send order and payment to 
Reprint Dept., COMMERCIAL REFRIGERATION 
& Air Conpitioninc, 812 Huron Road, 
Cleveland 15, Ohio. 


No MATTER HOW LONG a business has been operat- 
ing, no matter how large and well known it is, it still 
has problems— problems that require analysis to 
understand them, and then action to solve them. 

The large company generally has a staff of experts 
to constantly analyze all phases of operation to deter- 
mine in what areas the business is not functioning 
efficiently. They write reports on these problem areas 
and turn them over to management for action. 

The larger the business, the more experts it needs 
and the more specialized their task becomes. No one — 
no matter how intelligent or well trained — can be an 
expert in every phase of modern business activity. 

These experts help the big corporation avoid many 
serious management mistakes. But the big corporation, 
because of its size, is saddled with a large overhead 
and is unable to make decisions as rapidly as a small 
business. 

The head of a small business does not have to wait 
for reports from both his line and staff executives be- 
fore he acts on a particular problem. This ability to 
“move on a dime” is one of the most important assets 
of a small business. 

The purpose of this series is to help you analyze 
your business, just as the experts in big business do 
— or just as a management consultant would do if you 
called one in. This analysis will help you determine 
which phases of your business need attention. 

The first step is to make your own appraisal with 
the aid of the management check chart you'll find with 
this article. Other articles in this series will point the 
way to more detailed analysis and corrective action in 
each important area of your business. 

We will first try to determine what your business 
philosophy is. Do you want to be big or small? Cater 
to the shopping bag trade or the carriage trade? Are 
you service oriented or sales oriented? Where do you 
plan to be 5, 10, or 20 years from now? And most 
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Control of Financing eel y sts 


Tay Your Operations | CARE LOARS 


... your score on this 50-question quiz 


will show you where you need help... 


important of all, what do you expect out of your 
business and what abilities and efforts can you bring 
to it to get what you expect? 

After determining the real nature of your business, 
we will see how you can plan ahead for profits. Profits 
are the ultimate objective of every business; they 
should not be just a happenstance. We will show you 
that planning, which develops into budgeting, is just 
as essential in the smallest business as it is in the 
largest — if you are to make a profit. 

Planning can tell you where you are going, or 
where you think you are going. Even better, it makes 
you decide where you want to go. Planning, then, is 
your road map. Without it you may easily end up, 
lost and discouraged, on some profitless detour. 

Once we have established our plan, then we must 
organize the business to achieve the zoal we have set. 
Even a business employing only a handful of people 
needs organization, especially if the business plans to 
grow. Only with proper organization can we achieve 
effective control of the various elements that will 
determine whether our plan succeeds or fails. 

Once the organization is properly set up, we must 
make sure that the accounting system and other records 
will help us keep tab on whether or not we are doing 
what we set out to do. Is it any wonder that businesses 
without adequate record keeping and reports seldom 
make money? 

A good business executive does not need to be an 
accountant, but he should be able to read and under- 
stand the information furnished by his accounting 
system. Once we know that your accounting system 
will give you adequate information, we will develop 
methods of using it to control expenses, job costs, 
sales, and advertising. 

You can’t control these items unless each element 
of cost is pretty well determined in advance. As hard 
as this may seem at first, you'll be surprised how 
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easy it becomes if proper accounting records are 
available. 

In the articles on cost control we will develop a 
simplified method of budgeting that will work in 
even the smallest businesses. Remember that the very 
livelihood of the proprietor of a small business is 
dependent upon his ability to control costs, as well as 
upon his ability to get business. The smaller the num- 
ber of dollars you have to play with, the more critical 
becomes the balance between making and losing money. 

The following article will cover the problems of 
financing your business. Don’t forget, you can stretch 
a dollar bill just so far. The size of your business will 
be limited by the amount of financing available to 
you. As one banker aptly puts it, “you can’t get a 
quart of milk into a pint bottle.” 

In our discussion of finances we will show you 
how to know when you will need money, and how to 
approach your banker intelligently to get it. We also 
will show you how to avoid tying up money for 
purposes that are not making money for you. 

We will give special attention, in a later article, to 
employee relations—how to deal with the people who 
work for you in order to get the best out of them. 
Employee or human relations is a field that only very 
recently has been thoroughly explored by big business. 
We can take a leaf out of its notebook and adapt human 
relations to small business. 

With the groundwork we will lay in the first 11 of 
these articles, we should be able to develop a plan 
for 1959 and a simplified budget that will assure you 
profits next year. The 12th article in this series will 
be devoted to that aim. 


FIRST STEP 


take this management analysis test... 


DECEMBER 


Simplified 


Budgeting for 


1959 





YOU'RE THE BOSS 


Check your own M. Q. (Management Quotient) 


Read these questions carefully. Then answer each one yes or no. If you say yes, 
be sure you actually mean yes right now; not something you have planned for the 
future. If your answer is no, then note in the Time for Action column the date you think 
something should be done about this particular phase of your business. The items al- 
ready marked “Right Now” should receive immediate attention. 

Don’t try to do too much too soon. Remember, no business is going to be 100% 
efficient. If you overburden yourself with management problems you will only become 
confused and frustrated. 

Count two points for each yes. A score of 80 is good; 90 is excellent. If you score 
100, without cheating yourself, you might as well lay down this magazine and go back 
to counting your money. But if you score only 70 or less, you’d better make this series 
of articles top priority required reading for 1958. 


Business Philosophy 


1 Do you have a business 
philosophy or purpose that is 

known and understood by your 

employees and customers? 


2 Are you a member of any 
good will organizations, suc 

as Lions, Chamber of Com- 

merce, trade associations? 


Do you read at least one 

trade publication regularly, 
and attend an industry show 
at least once a year? 


Does your attitude and the 

atmosphere of your business 
build confidence in your cus- 
torners and employees? 


5 Are you enthusiastic about 
your business, and do you 
feel qualified to run it? 


Planning Ahead for Profits 


6 Have you an estimate of next 
year’s sales? 


7 Has our income grown 
steadily over the last five 
years? 


§ Are you now working on any 

phase of your business to in- 
crease sales or reduce costs by 
making a thorough study of all 
the facts involved? 


Do you use a calendar daily 
to budget your time and get 
things done? 


19 Do you know what volume 
you need to break even? 


Organizing for 
Effective Control 


11 Do you feel that there is 

someone in your organiza- 
tion who could take over in case 
of your death? 


12 Do you take a vacation 
each year? 


13 Does each worker know 
what standard of perform- 
ance is expected of him, and 
to whom he is responsible for 
meeting this standard? 


14 Are decisions in your com- 

any made at the lowest 
ossible level at which all the 
acts are available? 


15 Do you have a written de- 

scription of each employ- 
ee’s work and the type of per- 
son needed for the job? 


Check One | Time for Action 


Yes 


No 


Right Now 


Right Now 


Right Now 


Accounting as a 
Tool of Contre! 


16 Do your business records 

show the profit or loss of 
each phase of your operation 
to the men responsible for its 
supervision as well as to your- 
self? 


17 Do you receive a daily re- 

port of cash accounts re- 
ceivable and accounts payable 
balances? 


18 Is your accounting equip- 

ment up to date? Do you 
use your outside accountant 
for advice and guidance? 


19 Does your profit and loss 
statement give you quick 
and accurate comparisons wiih 
last year, and do you receive 
it by the 10th of the month? 


20 If there is no profit within 
a given month are you able 
to determine why? 


Control of Expenses 


91 Do you know what mark- 

up you need to obtain the 
desired net profit—in other 
words, do you know your true 
overhead? 


22 Do you have an expense 
budget for each month? 


23 Has your overhead, as a 

percentage of sales, in- 
creased within the 
years? 


last five 


94 Do you know if your ex- 
penses are in line with in- 
dustry standards? 


25 Has your volume of busi- 
ness per employee increased 
over the last five years? 


Control of Job Costs 


6 Do you get out in the field 

and oo often enough to 
see what is happening on jobs, 
and to listen to the gripes and 
ideas of your workers? 


97 Have you checked your 

competitors’ methods of 
doing work in the last 12 
months? 


28 Do you have the latest 
equipment in your shop and 

on your trucks to produce 

maximum efficiency? 
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Check One 


Yes 


No 


Time for Action 


Right Now 





29 Do you belong to a trade 

association in which you 
can meet competition and dis- 
cuss job costs on a friendly 
basis? 


30 Do you measure the vari- 
ances between estimated 

and actual costs on each job, 

and determine the causes? 


Control of Sales 


31 Do you have a procedure 

for selecting, evaluating, 
hiring, training, and compen- 
sating salesmen? 


32 Has your competitive posi- 
tion in the industry risen in 
the last five years? 


Is more than 25% of your 

business tied > with one 
account? If so, could you sur- 
vive the loss of this account? 


Have you added any new 

products or services within 
the last three years? Do you 
plan to add any within the next 
three years? 


35 Do you receive a sales re- 

port daily from each sales- 
man, showing number of leads 
and orders closed? 


Control of Advertising 


36 Do you have an advertising 

policy with a definite idea 
of what impression you are 
trying to create in the minds 
of your customers and pros- 
pects? 


37 Do you send your customers 
at least three direct mail 
advertising pieces each year? 


38 If you have window dis- 
plays, do you change them 
frequently? 


39 Do you make use of dealer 

helps and cooperative ad- 
vertising from manufacturers 
and distributors? 


40 Is pone advertising set up 
with a definite sales volume 
in mind? 


Financing Your Operations 


41 Have you set aside sufficient 
funds for your salary in 
case of operating losses next 
year? 


42 Do you have a cash budget 

for the next 12 months to 
show you when you may need 
money? 


43 Do you discount all of your 
suppliers’ invoices? 


44 Have you met with your 
banker within the last 12 

months? Are you able to get 

seasonal loans from him? 


45 Do you budget capital ex- 

penditures (trucks, equip- 
ment and improvements) a 
ear in advance? And do you 
ave a cash reserve set up to 
replace equipment as it wears 
out? 


Employee Relations 


46 Do you meet regularly with 

your employees to tell them 
how the business is doing and 
what you are planning for the 
future? 


47 Do you always correct your 
employees in private? 


8 Do you have a program to 

develop those people that 

show poems into more re- 
sponsible jobs? 


49 Do your employees receive 
wages as go or better 
than competitive wages? 


50 If you have any supervi- 
“”’ sors, do you work through 
them and not directly with 
their workers? 
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Time for Action | 


Right Now 


Right Now 


Right Now 


PROVE YOUR PROFITS STORY... 


to prospects who think they can't 
afford commercial air conditioning 


Don’t LET YOUR commercial air conditioning pros- 
pects convince you that they can’t afford it. Instead, 
prove to them that they can! 

Robert A. Schaefer, head of Home Improvement Co., 
Cullman, Ala., makes this creative sales approach the 
cornerstone upon which he builds all his merchan- 
dising efforts in this field. He. consistently finds that 
it helps him turn what first appears to be a discourag- 
ing prospect contact into a profitable sale for his heat- 
ing and air conditioning dealership. 

“It’s one thing to tell a prospect that he can afford 
air conditioning,” Schaefer warns, “but it’s quite 
another thing to prove it to him. And prove it you 
must, if you expect him to sign the order.” 

Through his years of experience in the air condi- 
tioning field, Schaefer has found that often the balky 
prospect is thinking of air conditioning in terms 
of its immediate cost, rather than in terms of what 
it can do for him. 

“Almost every businessman recognizes the fact that 
air conditioning will mean more customers, greater 
work production, less hours lost to illness, and similar 
advantages,” he points out. “Few of them, however, 
realize that air conditioning can be turned into a 
direct source of additional revenue, and thus can be 
made to pay its own cost in dollars and cents rather 
than in such intangibles as efficiency and good will.” 

How do you prove a point like this? The only way 
Schaefer knows is to make an exhaustive survey of the 
prospect’s business. The next step is to face him with 
enough facts of simple arithmetic to clinch your case. 


EXAMPLE 1: A $17,500 installation in the 
Cullman hospital, making it the first air con- 
ditioned hospital in the state. 

Management and patients alike were all in favor 
of a central cooling system that would take the curse 
off Alabama’s hot and humid summer weather. The 
hospital board, however, regretfully concluded that 
the proposed cost of the installation was out of reach 
in terms of the institution’s current revenues. Air con- 
ditioning would have to wait, they decided. Result: no 
sale for Schaefer. 

But Schaefer refused to accept this decision as final. 
He obtained permission from the board to survey the 
hospital’s operations from one end to the other. 

He quickly became convinced that rates charged 
by the institution were needlessly low. He used cor- 
respondence, long distance phone calls, and a hospital 


Continued on page 60 
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THIS OLD VENTILATING SYSTEM, combining an air washer 
with supply and exhaust fans, was made an integral part of a 
modern air conditioning system in a downtown Detroit church. 


Want the most cooling for the least money? 


Return Damper 


ARARAAARRRABABRBLSSALRTRELRSETESETES 


Direct expansion coils installed in the air washer casing were 
hooked up to five 15-ton water cooled condensing units located 
in a storage room directly above this sub-basement fan room. 


Don't Start from Scratch 


THE SECRET of successfully installing air condition- 
ing in an existing building often lies in the ability of 
the contractor to make the most of a bad situation. 

This is true because until the last few years no 
buildings ever were constructed with the possibility of 
air conditioning in mind. In fact, many of them actu- 
ally seem to have been built in such a way as to make 
air conditioning either impractical or downright im- 
possible. 

Such was the case of St. Aloysious church in Detroit, 
Mich. Here was a massive old masonry building 
crammed in among relatively modern business struc- 
tures on one of the city’s busiest downtown streets. 

The church’s only “air conditioning” consisted of 
an old ventilating fan and air washer arrangement lo- 
cated in a sub-basement beneath the altar. This equip- 
ment delivered washed air into a concrete plenum ex- 
tending under the church floor. From here it was di- 
rected up through sheet metal risers in the wall and 
dumped into the main body of the church through plain 
stamped grilles. 

When it was decided that the church needed me- 
chanical cooling to fight hot-weather attendance slumps, 
a number of firms were called in to survey the setup. 
None was able to come up with an answer that made 
much sense. 
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Then C. E. “Bob” Shontz of W. T. Heaney Co. took 
a look at the situation. He saw right away that the 
use of any large pieces of equipment was completely 
out of the question. Small doors and sharply angled 
stairs provided the only access t othe basement and 
sub-basement areas available for machinery location. 
He saw too that to tear out the existing ventilation 
system and start from scratch would force the cost of 
the air conditioning system up out of reason. 

Faced with these two limitations, Shontz could figure 
only one answer — use as much as possible of the ex- 
isting installation and handle the heat load with sev- 
eral smaller units rather than one big one. So that’s 
the way the new system was designed. 

Shontz’s heat load calculations showed him that 75 
tons of cooling would be needed to handle the job. He 
knew it would be physically impossible to get any 75- 
ton compressor into the church, even with a shoe horn, 
so he specified five 15-ton water cooled condensing 
units. He located these in a storage room immediately 
above the sub-basement fan room. 

The 15-hp, 34,880-cfm ventilating supply fan, Shontz 
reasoned, had been providing adequate air circulation 
up to now, so why not continue to use it? 

He did, by simply installing five direct expansion 

Continued on page 56 





CRAC’s startling and revealing article 


I Tried to Buy 
Year-Round Air Conditioning 


hits home at all levels of industry 


THe cover story of our November issue was a first-hand report 
of what happened when a prospective “customer” set out to try to 
buy year-round air conditioning for his home. This exclusive CRAC 
field report apparently hit the industry where it hurt. 5000 reprints 
of this article have been sold. Requests are still rolling in, but un- 


fortunately our supply has been exhausted. We still have available, 


however, a limited number of copies of the complete issue which we 


will gladly supply at regular prices. 


A few typical comments received from manufacturers, dealers, 


distributors, and contractors are reproduced here: 


From the Factory .. . 


Epitor: 

I have just read with interest Mr. 
Bracker’s article in your November 
Issue, “I Tried to Buy Year-Round 
Air Conditioning”. 

I am sure this is the most shock- 
ing demonstration of salesmanship 
that | have heard about in this in- 
dustry, and if I didn’t have a rea- 
sonably strong stomach, | undoubt- 
edly would have lost my breakfast. 

The natural inclination upon read- 
ing this article is to condemn all 
dealers on the spot as being hope- 
less and beyond salvation. 

I suspect, however, that a good 
deal of the fault lies with an ob- 
viously poor job that we manufac- 
turers and, incidentally, our whole- 
salers are doing in training dealers 
how to do a selling job. 

I think it is natural on the part 
of ourselves and our salesmen not 
to push a training program on our 
dealers. We seem to feel that because 


a dealer is in business for himselt 
and is running a profitable enter- 
prise we shouldn’t emphasize to him 
the importance of some of the basic 
premises of salesmanship. We seem 
to fear that these premises are too 
basic and might insult his intelli- 
gence. 

Obviously, nothing could be fur- 
ther from the truth—particularly in 
view of the fact that each dealer you 
surveyed failed to ask for the order. 


Another point which I think we 
overlook is that it is equally im- 
portant to train and disseminate in- 
formation to the entire dealer or- 
ganization, as well as to the sales- 
men, because these other people 
quite often make customer contacts. 

I think you have done a great 
service here and I only hope that 
we all will take it seriously enough 
to try to do something about it. 

Paut O. BANcRort 
Worthington Corp. 
East Orange, N. J. 


Epiror: 

I would like to compliment you 
on the feature, “I Tried to Buy 
Year-Round Air Conditioning For A 
New Home” in the November issue. 
It serves to point up in a most dra- 
matic and believable way a problem 
which has been with us ever since 
residential air conditioning moved 
out of the luxury class. 

Are reprints available? If so, will 
you kindly give us a quotation on 
200 copies and 500 copies? 

Hers EsBenporr 
Coleman Co., Inc. 
Wichita, Kansas 
* * * 
Epitror: 

I have read and reread the very 
illuminating article that you had 
in the November issue of CoMMER- 
CIAL REFRIGERATION & Air ConpI- 
TIONING about how hard it is for a 
real buyer to be able to purchase 
air conditioning these days. 

You can rest assured that it will 
become the basis of our future sales 
conferences with the Airtemp deal- 
ers throughout the country. 

J. A. CLARKE 

Mgr. Dealer Development 
Airtemp Div., Chrysler Corp. 
Dayton, Ohio 


. eo 8 
Epitor: 

I personally was thrilled with Mr. 
Bracker’s article in your November 
issue because everything he said 
completely supports my theory re- 
garding air conditioning dealers. 
However, when one considers that 
approximately 80% of industry vol- 
ume is gleaned by less than 25% 





of all dealers it isn’t too difficult to 

understand Mr. Bracker’s difficulties. 

Poor dealer material is too easy 

to acquire. Good dealers are few and 
far between. 

Wa ter R. YEarRY 

General Electric Co. 

Tyler, Tex. 


From the Field. . . 


Epitor: 


We received the November issue 
of ComMERCcIAL REFRIGERATION & 
Air ConpitIoninG and read with in- 
terest your article “I Tried to Buy 
Year-Round Air Conditioning”. If 
possible, we would like to receive 
200 reprints of this article. 

We would like to compliment you 
on this article, as it points up some 
glaring errors that many of our deal- 
ers are making in their air condi- 
tioning sales efforts. 


Joun A. WiepEMAN 
Reeves-Wiedeman Co. 
Kansas City, Mo. 


* * * 


Epitor: 

I am very much impressed with 
the article “I Tried to Buy Year- 
Round Air Conditioning” by Richard 
W. Bracker which appeared in your 
November 1957 issue. 

It is this type merchandising which 
is retarding the growth of the air 
conditioning industry today. It is 
essential that an educational job be 
done by manufacturers and distribu- 
tors if this situation is to be over- 
come. 

We are interested in distributing 
a quantity of reprints of this article 
to the personnel of our dealer or- 
ganization, and would appreciate 
your advising us by return mail as 
to whether or not these are available. 


O. ALAN JARED 
Shook & Fletcher Supply Co. 
Birmingham, Ala. 


* * * 


Epitor: 

In your November issue of Com- 
MERCIAL REFRIGERATION & Air Con- 
DITIONING there appeared an article 
by Richard Bracker titled, “I Tried 
to Buy Year-Round Air Condition- 
ing”. 

We found this article very reveal- 
ing and would like to get reprints 
of it to pass along to our dealers. 

Mrs. JANE Orris 

Connecticut Air Conditioning Co. 

New Haven, Conn. 


What Buyers Say ... 


. - - offers further testimony as to 
how tough it can be to buy resi- 
dential air conditioning 


* 


*, . . it was like pulling teeth to get a proposal” 


Epitor: 


As a layman in the field of air conditioning and as a recent purchaser 
of year around air conditioning for my new home, I say “amen” to the 
article on page 69 of your November issue of COMMERCIAL REFRIGERATION 
& Air Conpitioninc. Based on my experience, it is no wonder that so 
few home owners enjoy the benefits of year around air conditioning. 

After the initial contacts were made to put my new house plans in 
the hands of dealers, it was like pulling teeth to get a proposal from 
them. From seven contacts, only three proposals were ever received. 

Only one of these proposals was forthcoming without another contact 
on my part. Two dealers promised to send their proposal in the next 
day’s mail, but nothing further was heard from them. One salesman even 
made an appointment to visit my home to discuss a proposal, but never 
showed up and we never heard from him again. 

It is obvious to me that if this situation is even half typical of the 
industry then there is a ready explanation for the slow business in this 
field. Apparently the majority of dealers are completely unaware of the 
principles of good salesmanship. You can imagine what my recommenda- 
tions are to my friends when they ask about reliable dealers. 


K. C. GustaFrson 
Chattanooga, Tenn. 


ee 


° . 99 
... my inquiry brought no answer for two weeks 


Epitor: 


You have asked me for more specific details concerning the troubles 
I encountered in contracting for a heating and air conditioning system 
in my house, as originally described in my article in the November 9 
issue of the Saturday Evening Post. I'm glad to provide them, with the 
understanding that these comments and opinions are mine personally, 
and not in any way those of the Saturday Evening Post. 

My experiences certainly support the observations revealed by your 
November article. 

The thing that shocked me most was the apparent waste of adver- 
tising money by the manufacturers and their distributors. 

Three or four of the leaders in the field had ads in our local papers, 
referring the reader to the distributor for further information. I answered 
three of these ads, two by phone and one by mail. 

As I recall, one of my mail inquiries brought no answer for two weeks, 
and what I then received was a postcard from a contractor-dealer that 
gave me his telephone number. He called and made a date to inspect the 
premises. This date was broken. I called him, and we were still trying 
to work out the time for a site visit when I reached an agreement with 
the man who installed my system. 

One of my phone calls resulted in a letter naming a contractor, ob- 
viously picked as geographically closest to me. When I didn’t hear from 
him, I called and discovered he had gone out of business. 

The third distributor gave my name to a contractor who phoned and 
made a date two weeks away. Then he postponed it again. He did visit 
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be a 


OFF 


It pays to 


~ SHOW - 


MOVING YOUR BUSINESS to new quarters? Then make 
the most of it by showing off to your prospects and 
customers as Lane & Co. does. 

This Grand Junction, Colo., contracting firm does 
everything it can to encourage customers as well as 
prospects to visit its new $100,000 headquarters, Lane 
salesmen make it a standard part of their sales ap- 
proach to suggest: “Let me take you down to our 
place so that you can see how well equipped we are 
to handle your job.” 

The company’s building was deliberately designed 
to make such sight seeing easy. The various depart- 
ments are arranged along a common hallway so that 
visitors can look in on every phase of the firm’s activi- 
ties without interrupting operations for a moment. 

“We stress the fact that we sell a complete ‘turn- 
key’ job—all on one ticket,” says Warren F. Lane, 
general manager. “This means it’s ready for operation 
with a pull of the switch. Our chances for getting a 
contract really improve after a prospect sees our setup.” 


FROM THE FRONT of the 
attractive display floor to 
the rear of the spacious 
warehouse, this new head- 
quarters building of Lane & 
Co. has been designed for 
showing off the firm's facili- 
ties to prospects and cus- 
tomers. This Colorado air 
conditioning contractor 
finds that this carefully 
cultivated program of shop 
tours pays dividends in in- 
creased business. 


Services offered include heating, air conditioning, 
plumbing, and sheet metal. 

An 80 x 50’ showroom at the front of the building 
gives visitors an eyeful of air conditioning and heating 
equipment. Nothing is left to their imagination. 

Displays range from package cooling units to com- 
pressors and water towers. They include equipment 
for both forced warm air heating and “wet” con- 
vector and radiant heat. 

The 15,000-sq.ft. building houses five departments. 
They are separated by partitions. The showroom is at 
the front. The general offices, planning and drafting 
rooms are next in line. Then comes the warehouse 
and the sheet metal shop. At the rear of the building 
is the installation department and truck yard. 

Lane doesn’t give up hope if he can’t make a sale 
after a prospect is given a tour. He feels that even if 
the prospect doesn’t buy immediately he will always 
remember his visit to the Lane establishment and 
eventually will become a company customer. 
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% make more money — 


The fact is—Airtemp dealers just make more money. Why? Well, 
the Airtemp line is complete—really complete——with 287 cooling 
and heating models. You can satisfy any cooling or heating need. 


There are other reasons, too, why Airtemp dealers make more 
money 


They sell the Chrysler name and Chrysler’s famous engineering. 
Airtemp dealers keep their initial sale profits because they have 
fewer customer complaints and callbacks. 


Pre-tested merchandising helps and incentive programs. 


Special training for dealers and their personnel at Chrysler 


Corporation Service Centers. 
WW } i H e Factory advertising in your local markets. 


Tie up with Airtemp, the profit franchise. Mail coupon below. 


7 AIRTEMP DIVISION, CHRYSLER CORP. 
DEPT. CR 1-58, DAYTON 1, OHIO 


el an Ma Bs Please send me full information on an Airtemp franchise 
CHRYSLER CORP 


NAME 


ADDRESS 
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UNICON 
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eT ie 
TONNAGE 


Kramer Unicon has brought a new era into 
the industry. With more than 20 years of 
unique practical experience and know-how 
in dry condensing, Kramer again offers new 
avenues of opportunity to the air condition- 
ing and refrigeration industry. 


Unicon now has no capacity limit. Standard 
Unicon systems up to 540 tons are now 
cataloged for the first time. 


Unicons for heat pump applications are 
now also available with no horsepower 
limitations. 


Kramer engineering and design has proven 
that the Unicon can move large volumes of 
air with extreme quietness. 


Unicon has long proven by actual exper- 
ience that it is free from fouling or corrosion 
and requires practically no maintenance. 


The total operating weight per ton for 
Unicon is very low, resulting in minimum 
platform and reinforcement requirements. 


Unicon space requirements are surprisingly 
small; a 300 ton system requires only 
15’ x 14’ floor space and is 12’ high. 


WRITE FOR BULLETIN U-391 


KRAMER TRENTON CO.-Trenton 5, N.J. 


44 YEARS OF CONTINUOUS ACHIEVEMENT IN HEAT TRANSFER 
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Sales Are 
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Epitor’s Note: Much talk is heard these days about 
the pressing need for creative selling in the com- 
mercial refrigeration field. But opinions doubtless 
vary widely as to just what constitutes creative sales- 
manship. 

The inter-office memorandum reproduced below 
tells a story in itself. It describes an oustanding ex- 
ample of what we consider to be truly creative selling. 

This memo was written by Milton Schwartz, execu- 
tive vice president of S. & M. Schwartz Co., Div. of 
Straus-Duparquet, Inc., one of New York City’s largest 
and most progressive distributors of commercial re- 
frigeration equipment. It was addressed to one of his 
salesmen who recently had — in the most literal sense 


— CREATED a sale. 


recently a 

n sertainly woul 
man 
ration from - 
pridée>... scope of 
ce of Land 





NO MORE COPPERPLATING WORRIES 


NO WAXING, EVEN AT ULTRA-LOW TEMPERATURES 


MUCH GREATER STABILITY 


Dual-inhibited against sludging, breakdown and cop- 


perplating. With new Suniso G Oil, you can lubricate your refrigeration 


equipment more safely and surely than ever before. Suniso G is dual-inhibited 


to prevent oil breakdown, sludging and copperplating. It’s on your whole- 


saler’s shelves. Ask for it—end your lubrication headaches today. 


3 


Suniso is distributed nationally by Refriger- 
ation Division, VIRGINIA SMELTING CO., 285 


Jefferson St., West Norfolk, Va. 
ESOTOOeKINETIC CHEMICALS “FREON” REFRIGERANTSeV-METH-L 
CAN-O-GAS © PERMAGUM e PRESSTITE TAPE © KWIKWRAP 
SUNISO REFRIGERATION OILS © WATER TREATMENT CHEMICALS 
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APPLICATIONS MANUAL 


by Arthur H. Farr 


Take the Headaches Out of Attic Unit Installations 


Most EXCITING new product of 
the 1957 season was the so-called 
attic type air conditioner. Pro- 
duced in 2, 314, and 5-hp sizes by 
several manufacturers, these units 
have gained public acceptance rap- 
idly. They may well prove to be 
the product that will open the door 
to the relatively untapped resi- 
dential market. 

While this type of air condi- 
tioner is commonly known as an 
attic unit, it can be installed prac- 
tically in other locations as well. 
Typical applications, in addition 
to flush mounting and straddle 
mounting in attic spaces, include 
through-the-wall installation in 
basements and as a commercial 
unit in stores, with or without a 
duct system. 

The most difficult installation. 
from the standpoint of noise and 
condensation problems, is the attic 
installation, so we will confine this 
discussion to that type of job. 

A composite of installation in- 
structions of the various manu- 
facturers would include the follow- 


ing suggestions: 


1. Locate the unit over a bear- 
ing wall, or add additional sup- 
porting members. 


2. Add bracing if unit is to be 
suspended from rafters. 

3. Install a secondary drain pan 
on every job. (This is built-in on 
some units. ) 


4. Where external secondary 
drain pan is used, set unit on high 
density cork vibration eliminators. 
Where secondary drain pan is 
built into unit, set unit on 34” 
plywood sheet and use high densi- 
ty cork vibration eliminators. 

5. Pipe the condensate drains 
from the primary unit drain and 
secondary drain pan. The second- 
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ary drain should be piped out the 
end of the attic to a point visible 
from outside. 


6. Insulate all supply ductwork. 
(More about this item later.) 


7. Where inlet air to condenser 
is obtained by pulling through 
louvre at opposite end of attic, be 
sure this louvre has at least 114 
times the face area of the con- 
denser coil. 

Installation of this equipment 
requires some special tools and 


Typical Specifications of 
Glass Fibre Duct 


THERMAL CONDUCTIVITY 
Mean Temperature "K" Factor 


50F 0.21 
75F 0.22 
100F 0.23 


” * * 


HEAT LOSS DATA 


Heat Loss 
Duct Size BTU/HR./Lin. Ft./°F T.D. 
1.D. 50° inside air 150° Ambient 


0.32 
0.36 
0.41 
0.48 
0.54 
0.56 
0.62 
0.66 
0.83 


om * 7m 


WEIGHT OF MATERIAL 


Duct Size Wall Weight Of 
1.D. Thickness 6' Length 


0.761" 2.2 Ib. 
0.787" 2.7 Ib. 
0.812" 2.8 Ib. 
0.812" 3.2 Ib. 
0.812" 3.6 Ib. 
0.875" 4.3 Ib. 
0.875" 4.8 lb. 
1.000" 6.3 Ib. 
0.930" 7.0 Ib. 


special skills. Jacking ladders or 
scaffolds make it possible to raise 
the unit up to attic height. A spe- 
cial hole saw can be used to cut 
the louvre opening in the attic 
siding. The unit can then be in- 
stalled through this opening. 

Most attic units put on the mar- 
ket came equipped with a pre- 
scored supply and return air duct 
kit as an optional accessory. Many 
contractors found this duct kit 
awkward to work with, however, 
so after the first couple of jobs 
they went back to a custom de- 
signed sheet metal duct system. 

The severity of the condensa- 
tion problem existing in attic in- 
stallations, particularly in areas of 
high wet bulb design, makes it 
necessary that the duct system be 
tight at every joint and that ade- 
quate thermal insulation to pre- 
vent condensation cover every 
square inch of supply duct. 

A relatively new product on the 
market is a prefabricated glass fi- 
bre round duct. It would appear 
that this type of duct might an- 
swer most contractor objections, 
and also make possible substantia! 
savings in installation costs. If so, 
it may prove a big help in open- 
ing up the market for residential 
air conditioning. 

Typical specifications of this 
new duct material are contained 
in the following paragraphs and 
in the accompanying tables: 

Air Erosion. Duct fibres 
will not blow off at velocities as 
high as 7500 fpm. In low velocity 
residential work the duct is com- 
pletely resistant to air erosion. 

Duct Strength. This duct will 
withstand static pressures of 114”, 
which is well in excess of that nor- 

Continued on page 41 





WHY MOST OXYGEN TENTS 


Because human lives hang in the balance, only the best 
in compressors will do for oxygen tents. 

That most oxygen tents are equipped with Bendix- 
Westinghouse compressors is due to two prime facts: 
First, these compressors are whisper-quiet in operation, so 
that they do not critical patients. 
Bendix-Westinghouse compressors give solidly dependable 


disturb Second, 
performance day after day after day, assuring constant air- 
conditioned comfort for the patient. 

Even though priced competitively, Bendix-Westinghouse 
is nod ‘‘just another compressor”’. Witness the demonstrated 
preference of these oxygen tent manufacturers to whom 


ARE EQUIPPED WITH 
BENDIX-WESTINGHOUSE COMPRESSORS 


quietness and dependability are all-important. They feel 
that Bendix-Westinghouse compressors combine quietness and 
dependability to a greater degree than any other compressors on 
the market. 


Most likely you don’t make oxygen tents. But we’re 
sure you want the unusual quietness and dependable 
performance of Bendix-Westinghouse compressors. 

There’s one easy way to prove these qualities to your 
own satisfaction. Give us a trial order—and let the 
results speak for themselves. We can make you a very 
attractive proposition on both price and delivery. 


% 


EVANSVILLE, IND. 


A Division of Bendix-Westinghouse Avtomotive Air Broke Company, Elyria, Ohio * Export Sales: Bendix International, 205 E. 42nd St., New York 17, N.Y. 
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mally used in residential air con- 
ditioning systems. 


Anti-Sweat Characteristics. 
The duct itself is composed of 
glass fibre insulation. It is encased 
in a smooth, air-tight plastic vapor 
barrier that makes it highly resist- 
ant to sweating. In fact, specifica- 
tions state that there will be no 
sweating of the duct under condi- 
tions of 90 F and 75% rh (83 F 
dew point) with 50 F inside the 
duct. 


Acoustical Efficiency. One of 
the most important features of 
glass fibre duct is its excellent 
sound absorbing characteristics. 
Fan or compressor noises carried 
in the air stream are attenuated 
by the sound absorbent inner sur- 
face of the duct. Since metal-to- 
metal contact is eliminated, noise 
cannot be transmitted through the 
walls of the duct. A decibel re- 
duction of 2 to 3 db/ft. can be at- 
tained with this duct material. 


BOOK REVIEW 


Title: Centrifugal and Axial Flow 
Pumps, second edition, 462 
pages. 

futhor: A, J. Stepanoff. 


Publisher: John Wiley & Sons, Ine., 
New York, N. Y. 


Price: $12.00 


Revised and expanded to exemplify 
the extensive changes in theory, de- 
sign, and applications, the increase of 
pump sizes and speeds has led the 
author to add a new chapter: “Water- 
Hammer Problems in Centrifugal 
Pump Systems”. 

Recent information is supplied in 
the chapter dealing with centrifugal- 
jet pump systems. The problem of the 
shut-off head for axial and mixed flow 
problems is expanded. Also extended 
are the principles of suction sump de- 
sign for vertical propeller pumps. 

The revised edition includes a mod- 
ern viscosity correction chart, new 
complete characteristics of mixed flow 
and axial pumps, and an account of 
the progress in water storage pumps. 

Introduced is a thermal cavitation 
criterion which correlates cavitation 
data on the basis of physical and 
thermal properities of liquids. 

New material also includes charts 
relating to impeller design for any 
discharge angle; a procedure to se- 
lect the casing design elements to suit 
impellers; and an improved method 
for the inlet velocity triangle construe- 
tion, 
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RAPID defrosting 
for this rosebud stor- 
age room is provid- 
ed with virtually no 
temperature change 
by the automatic 
hot gas defrost 
evaporators shown 
in top photo. Re- 
evaporators (lower 
photo) are mounted 
on wall of machinery 
room above conden- 
sing units. 


The Flowers that Don’t Bloom 


BUILDING A BACKLOG OF ROsEBUDS for pre-holiday peak selling 
periods has long been a problem for the florist industry. Hill Floral 
Products Co. Richmond, Ind., now does it successfully with the help 
of a refrigeration system that provides extremely close temperature 
control. 

Using an optimum storage temperature of 31 F, plus or minus '- 
degree, the company has found it can store roses in bud form for as 
long as seven days if necessary. Thus they are able to accumulate 
large quantities of rosebuds for marketing at just the time when the 
demand for them is highest. The buds are shipped to arrive at florist 
shops throughout the country and open to form perfect roses for 
the holiday. 

Equipment that would ensure complete and rapid defrosting was 
needed so that frost formation on the refrigeration coils could be 
controlled and temperature variation could be held within the nar 
row limits required. Prolonged defrosting would permit storage room 
temperature to rise above the desired maximum of 311% F. This 
fluctuation in temperature, according to the flori:t, would shorten the 
length of time that the buds could be held. 

Hayes Bros., Inc., refrigeration contracting and engineering firm 
of Indianpolis, tackled the job of providing precise temperature con- 
trol for the 35’ x 32’ x 104” storage room, and the adjoining 16’ x 
32’ x 10’4” anteroom. 

William F. Freije, manager of Hayes Bros.’ refrigeration division, 
planned the installation using three 3-hp and two 1'4-hp Frick con 
densing units coupled with Kramer “Thermobank” automatic re- 
evaporative hot gas defrost units. 

Three Thermobank combinations, each consisting of two evapora- 
tors, were spaced equally along one wall of the storage room at ceil- 
ing height. Each combination was connected to a 3-hp compressor. 
These three systems are arranged so that they defrost at different 
times, Only two of the six evaporators defrost at any one time. The 
other four continue to refrigerate. 

Two more evaporators are mounted in the anteroom. Each is con- 


frost at different times. 


nected to a 114-hp condensing unit. These units also are set to de 





For further information on any of these products, simp'y circle on the postcard 
provided in this issue the key numbers of the items in which you are inter- 
ested. Your request will be forwarded directly to the companies concerned. 


(For News of Useful Literature turn to page 52) 


Air Conditioner 

Product: Line of 15 room air 
conditioners. 

Manufacturer: Whirlpool 
Corp., St. Joseph, Mich. 


Features: Changeable picture 
panel in seven different colors to 
conceal control dials. “Plug-in” mod- 
els operate on 115-volt circuit. Cool- 
ing capacity ranges from 575 to 
1100 sq.ft. Cabinets are less than 
18” high to permit maximum light 
to enter room. Vertically louvered 
grille. Finished in sand color with 
charcoal gray accents. Fluorescent 
tube illuminates decorative pane and 
controls and serves as night light. 
Combination control dials regulete 
ventilation, exhaust, humidity, tem- 
perature, and fan speeds. Weather 
sealed cabinet. Custom models are 
equipped with disposable glass fiber 
filters. Large, adjustable air director 
may be turned toward any part of 
room for draft-free ventilation. In- 
stallation kits are available for win- 
dows up to 54” wide. 

Circle No. 137 on Reader Service Card 


Truck Refrigeration Unit 

Product: New line of “Cold 
master” delivery truck refrigeration 
units. 

Manufacturer: Truck Refrig- 
eration Div. of Construction Ma- 
chinery Co., Waterloo, Towa. 

Features: All electric system 
permits using readily available 110- 
volt, single-phase current for standby 
operation. Both mechanical and elec- 
tric load-limiting controls. Reduced 
load starting and limited compres- 
sor suction pressure. Safety con- 
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trolled shut down on overload with 
automatic time interval restart. 
Three types of space-saving mount- 
ings to fit eny truck body. Model No. 
RE 150-A (nose mount) one- 
piece with out-of-the-way mounting 
for effective condenser cooling fea- 
tures. Model No. RE 150-B (side 
mount) — normally furnished as 
one-piece unit. Condenser and evap- 
orator are both inside truck body, 
with condenser insulated on all in- 


side surfaces. Model No. RE 150-C 


(skirt mount) Out-of-the-way 
mounting has condensing unit out- 
side of trucks with evaporator 
mounted inside body. Two-piece and 
requires no framed opening in truck. 
Capacity of all three models ranges 
from 12,000 Btuh at 85 F to 10,000 
Btuh at 120 F. 
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Waterless Condenser 

Product: Remote waterless con- 
densing unit (Type 918). 

Manufacturer: Mueller Cli- 
matrol, Div. of Worthington Corp., 
Milwaukee, Wis. 

Features: Available in 3-ton 
nominal size only for installation 
with coil-cabinet or air handling 
units. Rated at 35,700 Btuh. Outer 
casing designed for outside installa- 
tion. Adhesion and resistance to 
abrasion or chipping obtained with 
propo-resin-phenol finish. Front and 
back access doors simplify installa- 
tion and servicing. External electrical 
connections are made at easy-to-reach 
junction box. Raised base drains off 
any water getting into unit and pre- 
vents rust and corro:ion. Louvered 
sides provide increased air flow. Bot- 
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tom seven rows of louvers tilted in 
and down giving positive air distri- 
bution over two condenser coils. 
Furnace fan relay. High-low pres- 


sure cutouts. Overload protection for 
both fan compressor motors. Relief 
device on refrigerant receiver. Com- 
bination dryer and liquid line sight 
glass and moisture indicator. 
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Reversing Valve 

Product: Two models (V25 and 
V26) of slide-type reversing valves 
designed for use in heat pump con- 
trol systems. 

Manufacturer: Ranco, Inc., 
Columbus, Ohio. 

Features: Used in conjunction 
with manufacturer’s automatic de- 


icer. Absence of metal-to-metal con- 
tact to minimize wear due to dirt and 
corrosion. Nylon transfer slide re 
duces friction and acts as thermal 
conductor between hot and cold. 
Minimizes heat exchange and pres- 
sure differential operation to elim- 
inate possibility of stops in mid- 
stroke. Operate under full pressure. 
Provide immediate transfer no mat 
ter how fast the changeover through 
heating, cooling, and de-icing phases 
of heat pump operation, manufac- 
turer says. Valve operation is con- 
trolled by integral pilot valve 
equipped with solenoid. Entire unit 
is hermetic to permit mounting any- 
where in system. Adaptability is in- 
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FOR PEAK ALL-SEASON PERFORMANCE 


LARKIN ZEPHYRCON 


AIR COOLED CONDENSER 
5 Belt-driven Models —5 to 20 Tons Now the famous Larkin Zephyrcon is 


available in two series: Direct drive FC 

= ° models for economy and minimum main- 

5 Direct-drive Models —2 to 10 Tons tenance, and belt aaa BFC models for 
the lowest possible noise level. 

FC models are available in 2, 3, 5, 8 and 

10-ton capacities. BFC models come in 5, 

8, 10, 16 and 20-ton capacities. All are en- 

gineered for parallel use to accommodate 

refrigeration or air conditioning systems 

of virtually any capacity. Multiple circuits 

are available for all models at no extra cost. 


PEAK PERFORMANCE YEAR ‘ROUND 


When used with the Larkin Posi-Trol con- 
trol system, which maintains head pres- 
sures in low ambient temperatures, the 
Larkin Zephyrcon functions at peak per- 
formance the year ’round. 

Check the features, check the perform- 
ance data, and make the wise choice in 
air-cooled condensers—Larkin Zephyrcon. 
Call your wholesaler or write to us today. 


OUTSTANDING FEATURES 


* Patented Larkin cross-fin coil—aluminum fins and 
staggered copper tubes 


* For use indoors or outdoors 


* A single large fan on BFC model assures low oper- 
ating noise level 


* Motor on BFC model is standard NEMA design 
mounted on adjustable base 


* Slow speed motor on FC model is permanently 
lubricated, has overload protection, and is mounted 
on resilient base 


BASIC RATINGS 


* Casi is of h - teel 
FC SERIES—DIRECT DRIVE ee ee 


* Unit finished with baked-on epon-base primer and 
Capacity at 
Evaporator 


BTU/HR * Motor is enclosed in casing, protected from the 
_ 27,700 weather 
37,350 
__ 62,500 
95,600 , % * Fan guard is standard equipment 


melamine top coat for maximum protection 


* Discharge shield available 


BFC SERIES—BELT DRIVEN 


Capacity at 

Model Evaporator 
No. BTU/HR 
_BFC-5 (62,500 
_ BFC-B _95,600 
| BFC-10 | 124,000 
BFC-16 191,200 


~ BFC-20~—-248,000 519 MEMORIAL DRIVE, S.E., ATLANTA, GEORGIA 
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sured with five different models with 
Refrigerant capacities through 742 
tons. Solenoids are available in 24, 
115, 208, 230 volts a.c. and 12 volts 
d.c. A.c. coils are available in 50 or 
60 frequency cycles. 

Circle No. 140 on Reader Service Card 


to 150,000 edr, 10 to 125 psi. Re- 
ceivers 6 to 126 gal. — in speeds 
either 1,750 or 3,500 rpm. Close- 
coupled and suction centrifugals 
suitable for condensate up to 212 


nection to retuin lines close to floor. 
Three pump discharge positions and 
two inlet positions promote flexi- 
bility of unit. Vents are oversize. 
Cast iron receiver. Approved-type 
float switch. Standard mechanical 


seals. When stuffing boxes are de- 
sired, they are cast integral with 
brackets and are of ample depth to 
prevent leakage. Pump may be re- 
moved from service without disturb- 
ing piping. 
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Condensation Return Unit 
Product: Series of Type C con- 
densation return units. 
Manufacturer: Aurora Pump 
Div.. New York Air Brake Co., 
Aurora, Ill. 
Features: In simplex and du- 
plex units. Range of sizes from 500 


F. Pump impellers are bronze, pre- 
cision machined, and balanced. Low 
return inlets permit convenient con- 


Low-Pressure Door Gasket 


Product: Low-pressure door 
gasket (“Safeseal”) for use on low- 
tension spring and magnetic refrig- 
erator and freezer doors. 

Manufacturer: Jarrow Prod- 
ucts, Inc., Chicago, Ill. 


air quickly deflated 


ic oO 


Here is the one and only 
water reguiating valve for both F-12 


Features: Assures positive seal 
with as little as 4 lbs. pressure, man- 
ufacturer says. Soft acting rubber 
seals perfectly with light touch. Can 
be made to exact requirements for 
any particular style of door. 


Circle No. 142 on Reader Service Card 


and F-22... 
pounds . 


adjustable from 60 to 270 
. » without changing springs. 


But this is simply the crowning achieve- 
ment in a water valve that is out in front 
in every department. It is small and 
compact—fits in!—but it has plenty of 
capacity, smooth modulation, positive 

operation, excellent flow character- 
istics! 

Construction is the Marsh quality 
kind—the kind you know so well: 
Monel seat beads minimize wire 
drawing. Direct acting bellows 

assures long life. There is a pro- 

vision for manual flushing after 

installation to remove dirt and / 
gtit. Bulletin tells the story. / 


—— ee aes aes ees Gee eee ee ee ee 


oe 


Room Air Conditioner 


Product: Four lines of decora- 
tor styled room air conditioners. In- 
corporates nine models ranging from 
/ 1 to 2 hp in cooling capacity. 

Manufacturer: York Corp., 
subsidiary of Borg-Warner Corp., 
York, Pa. 

Features: “Power Mite” (1-hp) 
cools space 1428 times its size, man- 
ufacturer says. Operates on 115- 
volt current. Uses only 74% amps 
— less than iron or toaster. Width, 


60 
22”; height, 14”; and depth, 1474” 
This series available in two C ustom 
and one Supreme models. One Cus- 
we ¥° tom operates on 115-volt and other 
yn ooo” [ f on 230-volt. Supreme (115-volt) is 


two-tone grey with golden grille and 
MARSH INSTRUMENT CO. sales Affiliate of Jas. P. Marsh Corp. =" wg Skokie. lil. 


control center panel. Rotating air 

grille with slanted louver bands per- 
Marsh Instrument and Valve Co. (Canada) Ltd., 8407 103rd St., Edmonton, Alberta 
Houston Branch Plant: 1121 Rothwell St., Sect. 15, Houston, Texas 


mits multi-directional air cooling. 
Two cooling speeds. Automatic tem- 
WATER REGULATING VALVES @ SOLENOID VALVES @ HEATING SPECIALTIES 
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perature control. Outside discharge 
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Buy the Type 56 from 
your wholesaler J 


GAUGES e 





Rubatex Gaskets meet special 


Kelvinator requirements 


Rubatex closed cellular structure gives Kelvinator en- 


gineers just what they want... 


“a non-moisture absorbing material . . . one that has 
sufficient resiliency to permit a firm, quiet door closure . . . 
plus a gasket that can be depended upon for a tight effective 


seal against loss of cold and entry of warm, humid air.” 


In addition to these important features, Kelvinator en- 
gineers also use Rubatex because it is convenient to work with 


and easy to apply in the assembly process. 


Used as freezer door gasketing in ‘57 line — 
continued in Kelvinator '58 line 


The principal application of RUBATEX in 
Kelvinator’s combination refrigerator-freezer is 
a continuous gasket completely surrounding the 
freezer opening, on top, bottom and both sides. 

This is a Closed Cellular Rubatex stock (No. 
G-251-C) especially developed in a light gray to 
give a fresh look and to blend beautifully with 
the metal door. 
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Rubatex Division, Dept. CR-3 
Great American Industries, Inc. 
Bedford, Virginia 


Just fill out and mail for free sample and 
more information about Rubatex Closed 
Cellular Rubber Gasketing. 





of room air. “Snap-in” kit speeds in- 
stallation. No tools needed. “Com- 
pressomatic Supreme’’ is smaller 
than previous units. Maze coil con- 
struction. Staggered tubes. Rippled 
aluminum fins. 14” high; 17” deep; 
and 241%” wide. Large filter is 215 
sq.in. Discharge Vent. “Duo-Cycle” 
starting said to prevent shock over- 
load of electrical system caused by 
full load starting. Grille design 


moves air evenly throughout room 
and eliminates drafts. “Hydro-Lift” 
increases cooling capacity and pre- 
vents sweating and dripping. “Sen- 
ior” series includes 14% and 2-hp 
Supreme models and 2-hp Custom. 
“Snorkel” units range from %4 to 
1 hp. Available in grey and wood 
grain. Fits against wall below win- 
dow. Requires only 9” above sill. 
For either heating or cooling. 
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Pre-mix Beverage Cooler 


Product: Pre-mix beverage cool- 
er from which carbonated beverages, 
packaged at bottler’s plant, are dis- 
tributed to automatic vending ma- 
chines. 

Manufacturer: Heat-X, Inc., 
Brewster, mus 


Features: Unit cools beverage 
before it is dispensed. Consumer re- 
ceives consistantly mixed beverage 
each time. Contains one 34” refriger- 
ant circuit and three 5/16” stainless 
steel beverage circuits. Three stain- 
less steel storage cans hold about 67 
oz. each. Cast aluminum construction 
provides resistance to freeze up dam- 
age, manufacturer claims. Dry-type 
design eliminates water bath. Weighs 
85 Ibs. Provides hold-over and ample 
capacity in each of three cans for 
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product pre-cooling. Fast cooling re- 
gain through units is assured should 
one flavor be overdrawn heavily. Ad- 
aptable to thermo-expansion valve 
feed or capillary feed operation. 
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Expansion Valve 


Product: Compact expansion 
valve (Nos. 717 and 718) designed 
to provide greater capacity for its 
size. 

Manufacturer: Detroit Con- 
trols, Div. of American-Standard, 
Detroit, Mich. 


Features: Smaller size, 2 3/16” 
minimum height, and greater capac- 
ity, 4 to 5 tons, permit broader use, 
mainly where space is limited. Min- 
imum of moving parts. Removable 
power element. Can be disassembled 
easily for inspection and cleaning 
in the field. Companion valve is fac- 
tory set. Superheat setting is ad- 
justed easily before field installation 
with wrench through inlet connec- 
tion. This allows superheat settings 
other than standard. Adjusting screw 
is not sealed or soldered. Both valves 
are available with external equalizer 
connection. 
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Electric Defrost Unit 


Product: “Deltric”, electric de- 
frost unit designed specifically for 
28-degree meat storage rooms and 
other applications with light frost- 
ing problems. 


Manufacturer: Recold Corp., 
Los Angeles, Calif. 

Features: Completely automatic 
when installed with time clock. 
“Thermovane” door holds heat at 
coil during defrost cycle for quick, 


positive defrost at minimum power 
costs. During normal refrigeration 
operation, counterbalanced “Ther- 
movane” easily swings out of way. 
Rotates on Teflon bearinzs designed 
so that ice or other foreign material 
can’t prevent door from operating 
freely at all times. Unit can be in- 
stalled easily in corner or flush 
against back wall and ceiling. Close 
fin spacing. Easy to service. Re- 
versible drain pan. Built-in heat ex- 
changer. Thermal overload protec- 
tion on motors. 
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Aluminum Air Filter 


Product: Aluminum washable 
air filter. 


Manufacturer: Research Prod- 
ucts Corp., Madison, Wis. 

Features: Exceptional strength 
and lightness, manufacturer claims. 
Design permits broader use of alu- 
minum, including a 175% increase 
in the filter media. Easy to handle 
and clean. Dust and odor removing 
adhesive (“Super Filter-Coat”) used 
to recoat filter. 
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Room Air Conditioner 


Product: Line of 17 room air 
conditioners. Includes two %-hp 
units; five 34; eight 1 hp; one 144; 
and one 2 hp. 


Manufacturer: Airtemp Div., 
Chrysler Corp., Dayton, Ohio. 

Features: Series includes three 
“Forward Look” cabinet designs — 
one styled for conventional, double- 
hung windows; another for casement 
windows; and “Imperial” version 
for built-in or through-the-wall in- 
stallations. “Harmony hues” of Lon- 
don beige and Dobson grey. “Cus- 
tom” and “Custom Royal” models. 
Latter includes automatic thermo- 
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for the size you need... 
the capacity you want... 
the quality you expect... 


1. Pecgy Lehigh! 


BLU-COLD HERMETIC CONDENSING UNITS 


Any size, from 1/5 to 2 H.P. 
for any application, commercial or industrial. 
Send for new 4-page catalog sheet. 


& 
Lehigh condensing units 
Wi 


oe 


LEHIGH MANUFACTURING COMPANY, Division of Lehigh, Inc., Easton, Pa. 
Manufacturers of Open Type and Hermetic Condensing Units and Compressors. 
EXPORT DEPT.: 13 East 40th Street, New York 16, N. Y. 
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stat control, fresh air intake, ex- 
haust control, and two-speed fan. 
Two units (l-hp) are designed for 
7-amp operation. “Custom” Model 
1600-26 (l-hp) is equipped for re- 


verse cycle heating. Large adjustable 


grilles for four-way directional] air 
control. Large filter areas. Quiet op- 
eration. Mounting kits reduce in- 
stallation time for window models by 
as much as 60%, manufacturer 
claims. 
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Heat Exchanger 
Product: Complete line of heat 
exchangers. 


FOR YOUR 
SPECIFIC 


APPLICATION 


Manufacturer: Yates-Ameri 
can Machine Co., Beloit, Wis. 

Features: “FB” series has many 
applications. Offered in diameters 
from 2 to 10” and in lengths from 
6” to 6’. Bonding tubes to flared 
baffles to eliminate vibration and 
wear, and prevent by-passing be- 
tween baffle and shell or tube and 
baffle. Also in line, series of fixed 
bundle aftercoolers for air compres- 
sors from 2 to 8” in diameter and 
from 4 to 9 long. Available with or 
without water separator and sight 
gauge. Copper removable bundle line 
is for applications similar to fixed 
bundle line, but also can be used 
where it’s necessary to clean or in- 
spect heat exchanger bundle because 


Provides the RIGHT 
size valve for the RIGHT size job. 


WATSCO LINE TAP VALVES 


RANGE FROM *%," to %” INCLUSIVE 


CONTROL 
VALVE 


Designed expressly 
for use with line 
tap valves as well 
as line port and 
can tap valves. 


PAT. APPLIED FOR 


EACH JOB A CUSTOM INSTALLATION. EACH VALVE 
THE SAME LOW PRICE. 


Small and compact, Watsco tapping valves are 
easily installed . . . Handy inexpensive ports for 
charging, discharging and testing open and her- 
metically sealed units...No top heavy assembly 
. . . Will not loosen or leak due to vibrations. . . 
. . » Will not crimp tubing. 


PartNo. For0.0.Tube PartNo. For 0.D. Tube 
LT-3 x,” LT-6 ¥%” 
LT-4 Y,” LT-8 A” 
LT-5 x,” LT-10 ye” 


Watsco line tap valves offer maximum protection 
with exclusive “3 point sealing.” 


1020 EAST 15th STREET, HIALEAH, FLORIDA. 


of type of fluids used. Access to 
outside of tubes is provided. “CRB” 
line in sizes from 5 to 12” in di- 
ameter, and from 1 to 10’ long. 
“SRB” series is available in sizes 
from 6 to 31”, and 2 to 25’ long. 
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Carbon Air Filter 
Product: Activated carbon air 
filter (Type R) for commercial and 
residential conditioners. 
Manufacturer: Connor Engi- 
neering Corp., Danbury, Conn. 


Features: Recommended for 
either package or central systems 
where air is recirculated with no 
provision for outside air ventilation. 
Panel-shaped unit has metal frame 
supporting many densely packed 
columnar beds of activated carbon 
firmly held in wire mesh. These are 
interspersed by air by-passes. Fits 
directly behind dust filter, and is 
made in same dimensions as four 
standard sizes: 16 x 20”; 16 x 25”; 
20 x 20”; and 20 x 25”. Capacities 
of 640 to 1000 cfm. Resistance is 15” 
w.g. and efficiency 20% at rated ca- 
pacities. 
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Half-Turret 

Product: Half-turret unit 
(“Humi-Temp”) in capacities from 
2,500 to 10,600 Btuh at 10-degree 
TD. 


Manufacturer: Larkin Coils, 
Inc., Atlanta, Ga. 

Features: Entirely new design 
of “Humi-Temp” units for tempera- 
tures above 35 F. Slow-speed motor 
mounted in resilient rubber base 
connects directly to mounting bars 
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for minimum vibration. Motor is 
lubricated permanently, manufac- 
turer says, with thermal protection. 
Evaporator has cross-fin coil with 
staggered electro-tinned copper tub- 
ing and aluminum fins. Built-in heat 
exchanger. Aluminum case finished 
in blue or white. Insulated drain 
pan hinged for easy access to coil. 
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Refrigerating Machine 

Product: Addition of two re- 
frigerating machines to line of 
“Eclipse” compressors. 

Manufacturer: Frick Co., 
Waynesboro, Pa. 

Features: Larger of new com- 
pressors (shown) has 70-ton ca- 
pacity refrigeration when handling 
ammonia under standard conditions. 
When handling “Freon” 22 at air 
conditioning temperatures, this ca- 


pacity is more than doubled, ac- 
cording to manufacturer. Has nine 
cylinders of 4 34” bore by 3 34” 
stroke. Operates at speeds up to 
970 rpm. Equipped with seal caps 
on control valves. Machine arranged 
for full automatic control whenever 
desired. Second unit combines in 
one machine a booster and second- 
stage compressor. Has nine cylin- 
ders, six of which have bore of 31”. 
All cylinders have 414” stroke. In- 
tercooler is to be inserted between 
two stages of compressor. Speeds 
range up to 900 rpm. Two-stage or 
compound compressor designed to 
fill wide need for handling low-tem- 
perature work with minimum of 
equipment. 
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Moisture Control System 

Product: Combination moisture 
indicator and sight glass called “Su- 
per Dry-Eye”. 

Manufacturer: Ansul Chemi- 
cal Co., Marinette, Wis. 

Features: Available in various 
size flare connections. Indicates 
moisture content and refrigerant flow 
conditions in compact T-shaped fit- 
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ting. Any size drier of manufacturer 
can be attached to fitting and hand- 
tightened quickly. This makes it pos- 
sible to install refrigerant drier, 
moisture indicator, and sight glass 


ee 


with only one break in refrigerant 
line. Bubbles in sight glass in- 
dicate either system is low on re- 
frigerant or there is restriction in 
liquid line ahead of sight glass. 
Available with flare fittings in 14, 34, 
4 and 54” diameters. 
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Small Air Conditioner 

Product: Air conditioner 
(“Ductaire”) for small stores and 
offices. 

Manufacturer: Westinghouse 
Electric Corp., Air Conditioning 
Div., Staunton, Va. 

Features: Self-contained unit 
(2 hp) requires only electrical con- 
nections. Doesn’t need any connec- 
tions for water or for drain. Com- 
plete with prefabricated insulated 
ducts. Standard kit contains six 4 
sections of duct and two outlet grills. 
Additional duct sections can be add- 


ed to system as required. Also suit- 
able for larger commercial installa- 
tions by using several units. Delivers 
590 cfm. Will air condition 1400 
sq.ft. of floor space. 
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Air Handling Units 

Product: Low pressure sprayed 
coil and high pressure dry and 
sprayed coil “Climate Changer” air 
handling units. 

Manufacturer: Trane Co., La 
Crosse, Wis. 

Features: Offered for every ap- 
plication in four basic units: low 
pressure dry coil unit; low pres- 


sure sprayed coil unit when outside 
air is required; high pressure dry 
coil for high pressure air condi- 
tioning; high pressure sprayed coil 
unit for primary air supply of in- 
duction systems — or for ventilation 
air conditioning on high pressure air 
distribution systems where all out- 
side air is handled. Used with 
chilled water or direct expansion 
refrigerants. Horizontal or vertical 
models. Five cooling coils and two 


heating coils. “Delta-Flo Fin” fea- 
ture said to provide more uniform 
heat transfer and solderless mechan- 
ical tube-to-fin bond. Twelve differ- 
ent sizes of low pressure units. Ca- 
pacities range from 600 to 29,000 
cfm. High pressure models range 
from 5,000 to 29,000 cfm, and are 
available in seven sizes. 
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Silencing Unit 
Product: Silencing unit 
(“Quiet-Vent”) to prevent transmis- 


sion of noise through return air 
vents without impeding passage of 
air. 

Manufacturer: Industrial 
Acoustics Co., Inc., New York, N. Y. 

Features: Construction permits 
snug fit inside normal walls. One- 
piece design makes handling and in- 
stallation simple. Sized to «vit in- 
dividual requirements. Of 22 and 
24-gauge steel. Attenuation of 40 
decibels or more. Hang-on-tvpe aloo 
available for economical insta!latien. 
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Rapid Freeze Unit 

Product: Three-fan rapid freeze 
unit cooler for heavy-duty, low-tem- 
perature service. 

Manufacturer: Howe \ce Ma- 
chine Co., Chicago, III. 





Every time you specify Ingersoll-Rand 
Motorpumps as an integral part of an 
air conditioning system, you're not only 
adding a strong sales point, you're also 
saving yourself time and trouble in 
costly call-backs. 


Air conditioning contractors know that 
Ingersoll-Rand Motorpumps—designed 
specifically for air conditioning—have 
the rugged construction and modern 
features that mean continuous trouble- 
free service. In addition, you get easier, 
faster installation because compact 
Motorpumps require less space and 
will operate efficiently in any position. 


Sizes from % to 75 horsepower 


Get the complete story by writing today 
for the latest literature on Ingersoll- 
Rand Motorpumps for Air Conditioning. 


Ingersoll-Rand 


11 Broadway, New York 4, N.Y. 
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Features: Capacity up to 4% 
tons. Coil with permanent 100% fin 
contact, manufacturer says. Can be 
used with ammonia, “Freon”, and 
brine. Automatic hot gas defrost 
with electric heated blanket that in- 


sures ice-free drain pan and quick- 
warm-up when defrosting. Ceiling 
mounted. Headered circuits for max- 
imum heat transfer make units ideal 
for blast freezing and storage. 
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Baseboard 
Product: “BFOT”, new type of 


baseboard for installations using 
hot water or steam. 

Manufacturer: Dunham-Bush, 
Inc., West Hartford, Conn. 


Features: Assembled by snap- 
ping components together. Can be 
painted to harmonize with any color 
scheme. Easy cleaning without re- 
moving cover. Ideal for wall-to-wall 
carpeting. Improves circulation of 
cold air from picture windows with- 
out heat loss. Heavy gauge cover. 
Angular louver grilles present long, 
low apperance. Lever-operated or 
knob-operated damper are optional. 
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Large Frame Motor 


Product: Complete line of total- 
ly-protected, Series “D” a.c. motors 
in large NEMA frame 364U through 
445U. 


Manufacturer: Reliance Elec- 
tric & Engineering Co., Cleveland, 
Ohio. 

Features: Foot-mounted and 
footless horizontal models in 360 
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frame diameter in all standard en- 
closures. Operate on 208 through 
550-volt, in-plant alternating cur- 
rent. Part-winding starting elimi- 
nates loading of power supply lines. 
Protected enclosure with 40 C tem- 
perature rise designed for applica- 
tions which formerly called for 
splash-proof motors. 
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Gas-Fired Conditioner 


Product: Compact Utility model 
gas-fired winter air conditioner. 

Manufacturer: American- 
Standard Air Conditioning Div., New 
York. 

Features: Attractive enough to 
be installed in finished recreation 
room. Small enough to be tucked 
away in closet or alcove. Designed 
for 1” clearance to combustible ma- 
terial. Uses minimum of floor space. 
Jacket panels are reinforced to elimi- 
nate noise. Built-in filter frame allows 
use of filter in bottom or at either 
side without need for external filter 
frame. Steel insert in burner makes 
cleaning simple. Insert snaps out of 
burner and snaps back in again. Even 
flame distribution across complete 
width of burner, according to manu- 
facturer. Ten-year warranty on heat- 
ing element. 
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Ice Bank Control 


Product: Ice bank control 
(Type 16A35-12) designed to pro- 
vide longer compressor “off” cycles 
in milk cooler operation. 

Manufacturer: White-Rodgers 
Co., St. Louis, Mo. 

Features: Regulates compressor 
to maintain bank of ice to desired 
thickness. Bank of ice functions as 
means to store refrigeration. Thick- 
ness can be regulated to accuracy of 
1/16”, manufacturer says. Incorpo- 
rates stainless steel cup containing 
two stainless steel diaphragms that 
form inner and outer fill chambers. 
Diaphragm and cup at opposite end 
of element transmit motion to switch. 
Liquid in inner chamber acts only as 
transmitting medium. Outer cham- 
ber is filled with water and hexagon- 
al silver iodide crystals. 
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Return Air Intake 


Product: Return air intake for 
baseboard or out-of-wall perimeter 
heating and cooling and combination 
heating and cooling jobs. 

Manufacturer: Auer Register 
Co., Cleveland, Ohio. 

Features: 4/.” height makes 
unit ideal for situations where low 
baseboard intake is needed. Avail- 
able in 1, 2, or 3 joist spaces, with 
mounting holes for fastening to studs 
on 16” centers providing fast and 


easy installation. All have 242” base 
extension and overall widths of 18, 
34, and 50”. Colors: grey prime, 
Bufftone, and Duratone. 
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Refrigeration Equipment 


Product: Line of refrigeration 
compressors, condensing units, and 
liquid chillers. 


Manufacturer: Bell & Gossett 
Co., Morton Grove, IIl. 

Features: Compressor (shown) 
sized from 7% through 75 hp. Con- 
densing units to 150 hp. Packaged 
liquid chiller has 40 hp with ca- 
pacities from 74 to 100 tons. 
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Redesigned Condenser 


Product: Newly designed %4- 
hp condensing unit, said to increase 
accessibility and ease installation. 

Manufacturer: Bendix-West- 
ing house Automotive Air Brake Co., 
Evansville Div., Evansville, Ind. 

Features: “Nested fin” type 
condenser with primary surface, in 
conjunction with newly developed 
three-blade fan, has allowed reduc- 
tion of one row of condenser. New 
fan blade has reduced noise level 
in air movement and in additional 
space between components. Overall 
dimensions now are 24” long; 17” 
wide; and 1314” high. Starting re 
lay and starting capacitor are mount- 
ed on terminal box cover making 
motor compressor and its accessories 
integrated unit. Need for running 
capacitor has been eliminated 
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SHOW DATES ANNOUNCED 
The Fifth National Store Mod- 


ernization Show will be held in New 
York Coliseum, June 23 through 
26, 1958, it was announced by Ex- 
position Management Corp., pro- 
ducers of the show. As in the past, 
the show will be sponsored by the 
Store Modernization Institute. 
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(For News of New Products turn to page 42) 
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FREEZING SYSTEMS by Frick Co., Waynesboro, Pa., are por- 
trayed in two-color Bulletin No. 147-D. Packed with illustrations 
YOU CAN DEPEND ON of various commercial applications, a large graph reflects 
moisture-carrying capacity of air at low temperatures. Merits of 


the company's booster system are compared with single-stage 
compression for maintaining low temperatures. 
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ce ntri-thrift pu mps A RAPID ANALYSIS of comparable costs is accomplished with 


a new booklet, "Design and Cost Comparison of Heat Ex- 
‘ ’ : changers... . Using Welverine Trufin", from Wolverine Tube, 
designed especially for air conditioning and Div. of Calumet & Hecla, Inc., Detroit. The economies of specify- 


. : . . ing “Trufin™ i rtai licati int t. 
refrigeration cooling towers, booster service i ee ae oe oo. ha. Card 
and coolant pumping in bulk milk coolers 


Rugge : : :, es IMPORTANT ADVANTAGES of its deep cold island merchan- 
uggedly built for continuous duty, the general disers are pointed out in a specification sheet from Sherer- 

duty Myers Centri-Thrift features an all bronze Gillett Co., Marshall, Mich. The company states that space for 

impeller, removable wearing ring, and stainless 1701 10 o. frozen food packages in a 12' model and 1134 

steel shaft. The line offers a full range of sizes: 10 of. packages in an 8 model, offers efficient use of floor 

n pa cn ; space with maximum selling appeal. 

from 1” x 1%” through 2” x 2%” and from % to Circle No. 105 on Reader Service Card 

7% horsepower. Capacities to 240 GPM, heads 

to 140 feet. 


WIDE VARIETY of terminal selections and mounting accessories 
are described in two pieces of literature from Aerovox Corp., 
New Bedford, Mass., covering its AC motor-start and motor- 
run capacitors. General application information is included. 
The two, four-page bulletins (171 Bl.! and 22! BI.1) also con- 
tain specifications and sizes of standard stock items. 
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Model 125 M 
150M 


oa box (available BLOW-THROUGH PROPELLER fan arrangement is examined 
. in four-page Bulletin 205 by Baltimore Aircoil Co., Baltimore, 
Md., covering its cooling tower line from 90 to 400 tons. This 
fan arrangement, recommended for applications where minimum 
horsepower is essential, is fully studied. Details of construction 
wy and complete dimensional data also are offered. 
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Model 150 M 200 M 


Shown with rotary seal (avail 
able with stuffing box 


Model 1258 
150B - 2008 
Sh th stuffing b labl , 

Mode! 100 M—Rotary seal only ha NUMEROUS USES for its N-20 and N-28 globe-type needle 
valves are given in four-page brochure from Kerotest Mfg. Co., 
Pittsburgh, Pa. Pertinent technical data in chart form is sup- 
plied along with informative cutaway views and diagrams. 

Write today for ; Circle No. 108 on Reader Service Card 

Catalog Section 

210 covering the 


Mode! 1008 


Rotary Seal 
only 
complete Myers 


Centri-Thrift line SIMPLE INSTALLATION is one of the features of the com- 
plete line of packaged coolers described in two-celor brochure 
from Taylor-Burch Refrigeration Products, Jackson, Mich. Sev- 
eral illustrations are included. Complete specifications aré listed. 


Mye rs” PUMPS Circle No. 109 on Reader Service Card 


THE F.E. MYERS & BRO. CO. Vay 2 ¢ 
9401 Orange St., Ashland, Ohie + Kitchener, Canada (More Useful Literature on page 54) 
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Clamp Armaflex back from the fitting, then make sweat connec- 
tion. Self-extinguishing Armaflex is completely safe to use. 


To save insulation time—slip Armaflex on 
copper tubing—then sweat fittings 


Look for Andy 
Armaflex on dis- 
plays or window 
or door decals 
He identifies the 
wholesaler who 
sells Armaflex 
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The time it takes to insulate copper tubing can be greatly reduced if you 
slip Armaflex on the lines before you sweat the fittings. Armaflex® is flex- 
ible, slips on easily. After application, just hold it back with clamps, then 
solder joints. When the copper cools, either extend Armaflex over the fit- 
ting or apply miter-cut cover. Armaflex will not support combustion, so 
there is no fire hazard with this application method. 

Armaflex Pipe Insulation is made in nominal **”, %”, and %” thick- 
nesses. When used within recommended temperature limitations, and in 
the proper thickness for the temperature involved, it will prevent con- 
densation on lines operating as low as zero. On heated lines, Armaflex can 
be used to 200° F. 

For recommended thicknesses needed to prevent condensation under 
various service conditions, write today for the free booklet, “Armstrong 


Armaflex.”. Armstrong Cork Company, 2201 Rumford Ave., Lancaster, Pa. 


(‘Armstrong INSULATIONS 


Circle No. 36 on Reader Service Card 





j } 
ee! 'OLel ane) 


FULL 
LINES! 


d-h AiR CONDITIONING 


SPOTAIRE ROOM-by-ROOM AIR CONDITIONERS: #1 d-h 
LRC’s: basic unit, concealed or deluxe cabinet; 4 models, 200 
thru 600 cim. #2 d-h VRC's: concealed or deluxe consoles; 3 
models. 200 thru 600 cfm. #3 d-h HRC's: 3 suspended types, 
19 models, 300 thru 1750 cfm. 

AIR HANDLING UNITS: #4 d-h HH Series: ceiling sus- 
pended, #5 d-h HHV Series: floor mounted. Both: 14 models, 
624 thru 28000 cfm. 

VENTILATING UNITS: #6 d-h AM: 1752 thru 32250 cfm. 
MULTIZONE TYPES: #7 d-h FLEXAZONE: for simultane- 
ous, independent, variable heating, cooling, ventilating; 1752 
thru 32250 cfm. 

PACKAGED AIR CONDITIONERS: #8 d-h AECR: with 
built-in evaporative condenser. #9 d-h SCR: with water-cooled 
condenser. Both, 74% thru 75 H.P. 

PACKAGED STORE COOLERS: #10 d-h DYNA-PAC & 
ROYALAIRE: 2 thru 15 tons. 

PACKAGED WATER CHILLERS: #11 d-h CWG: 7% thru 
75 H.P. #12 d-h CWG-E: attached evaporative condenser. Both 
7% thru 75 H.P. 

EVAPORATIVE CONDENSERS: #13 d-h PERMA-FAN: 13 
models; 5 thru 110 tons. 

COILS: #14 Extended surface; steam, water, DX #15 Type 
““H"'; small applications, DX or chilled water. 

PACKAGED WATER CHILLERS: #16 d-h AC; air cooled. 
#17 d-h WC: water cooled. Both, 2, 3, 5 H.P. 

COOLING TOWERS: #18 d-h WMT: 13 models, 5 thru 100 
tons 

AIR-COOLED CONDENSERS: #19 d-h ACC: 5 models, 2 
thru 20 tons. 


Want literature? Request by number: #1 thru #28 


NAME____ 
ADDRESS 





| ds er-hanson 


Onision OF NATIONAL-U & RADIATOR CORP 


3301 MEDFORD STREET 
LOS ANGELES 63, CALIFORNIA 


CAGLE FORTRACE LOS anones 
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USEFUL LITERATURE... 
Continued from page 52 


VALVE REQUIREMENTS of pumbing and heating systems ore 
explained in Bulletin PH58 which contains data on the complete 
line of valves by Dole Valve Co., Morton Grove, Ill. Units de- 
scribed are air and vacuum radiator venting valves for steam 
and hot water systems, water mixtures, relief valves, flow con- 
trol, solenoid, and shower flow controls. 


Circle No. 110 on Reader Service Card 


“QUALITY STORY" behind the manufacture of Oxweld flame- 
cutting nozzles is told in 12-page folder prepared by Linde Co., 
Div. of Union Carbide Corp., New York. Illustrated and de- 
scribed are some of the many production steps that go into the 
manufacturing process. 
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MANUFACTURING LIMITS for “Dulux” foam resin R-42, 
Polyester resin, are shown on a table in a technical bulletin 
offered by Du Pont Co., Wilmington, Del: Capable of being 
“foamed in place", the resin is being used to make rigid 
urethane foams for heat insulation and sound proofing. Quanities 
in 55-gal. drums are available. 
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PRECISION-BUILT, True-timing instrument which tells at a 
glance actual hours and minutes of engine operation, is the 
subject of a 12-page catalog (No. 600) made available by John 
W. Hobbs Corp., Div. of Stewart-Warner Corp., Springfield, Ill. 
The units, both pointer-type and direct reading, can be used on 
various air conditioning and refrigeration models. 
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INFORMATION ABOUT dimensions, weights, and connection 
sizes is illustrated graphically in Bulletin No. C-1100-S144 P re- 
leased by Worthington Corp., Harrison, N. J., concerning its 
packaged water chiller for residential, commercial, and in- 
dustrial application. Specification sheet in color outlines fea- 
tures and gives example of typical application. 
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COMPREHENSIVE DATA on NEMA size 0 and | magnetic 
motor starters is contained in attractive two-color, 20-page 
Bulletin GEA-6611 released by General Electric, Schenectady, 
N. Y. Illustrated bulletin shows product's design features. Nine 
different field modification kits are discussed. Dimensions are 
given on open and enclosed forms. 
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APPLICATION PHOTOGRAPHS of the "Aminco” water va- 
por indicator are presented in Bulletin No. 2301 by American In- 
strument Co., Silver Spring, Md. Used to measure the water 
vapor content of compressed gases, the product also can be 
used to determine the dryness of refrigerants, A table lists the 
properties of partially staturated air-water vapor mixtures. 
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A NEW CONCEPT on improving contact performance is de- 
scribed in literature from Caig Laboratories, New Hyde Park, 
L. 1., N. Y. The product, “Cramolin", is a liquid electrical con- 
tact cleaner which is said to work especially well on older 
electrical contacts that have seen considerable service. 
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BUY WOLVERINE TUBE-~ 
iT'’S MADE (N AMERICA 


& AIR CONDITIONING ©@ JANUARY, 1958 


pe ent 


CALUMET © HECLA, INC. 
CALUMET DIVISION 
URANIUM DIVISION 
GOODMAN LUMBER 
WOLVERINE 


be Conado 


CALUMET @ HECLA OF 


CANADA LIMITED 

WOLVERINE TUBE DIVISION 

CANADA VULCANIZER & € 
UNIFIN TUBE DIVISION 


PLANTS IN DETROIT, 


QUIPMENT CO. LTD. 


When you examine Wolverine copper refrigeration 
tube, you'll see right away that it is as clean and neat 
and dry as when it left the Wolverine mill. There's 
good reason too. Wolverine protects its tube with a 


number of unique product and packaging safeguards. 


Consider, for example, Wolverine’s new plastic end 
seal. A Wolverine exclusive, the seal gives positive 
sealing against moisture and dirt—eliminates waste 
by doing away with the necessity for cutting off tube 
ends. It can be used over and over again. The seal is 
the same size as the tube for easy tube threading 


through partitions, etc. 


Wolverine’s round Roll-O-Tube® carton is just as 
convenient. It is easy to carry, easy to open—permits 


tube to be removed like line from a reel. 


You'll find complete information in Wolverine’s Re- 
frigeration Tube Catalog. Write for your copy today 
... and ask for Wolverine Roll-O-Tube next time you 


visit your wholesaler, 


7 
ooo 


WOLVERINE TUBE 


DIVISION OF 
CALUMET & HECLA, INC. 


17228 Southfield Road 
Allen Park, Michigan 


MICHIGAN, AND DECATUR, ALABAMA, 
SALES OFFICES 


IN PRINCIPAL CITIES. 


EXPORT DEPARTMENT, 13 EAST 40TH STREET, NEW YORK 16. NEW YORK 
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ROOM UNIT 
AIR CONDITIONER 


For New and Old 
Construction 


“Miraculously Quiet” Zoue Air, ideal 
for hotels, motels, hospitals, offices and 
other applications where silence is essen- 
tial. No costly duct work — no tearing out 
partitions in existing buildings — simply 
connect pipes from unit to a cooling or 
het water system. 


Used with direct expansion, combina- 
tion heating and cooling with water or di- 
rect expansion and steam — individual 
coatrol. 17 sizes: 300 to 3300 CFM. Con- 
cealed or cabinet type models. 


Write for information 
A. H. WITT COMPANY 
940 WN. Sycamore Av., Los Angeles 38 


2 Z OVER 30 YEARS 


RELIABLE SERVICE 


TEMPSCRIBE 
Recording Thermometer 


Available in 10 different ranges to cover —30°F 
to +160°F temperatures, and with spmmpenesates 
chart drives for any of the following chart rota- 
tions: 8 hours, 24 hours or 7 days. 


This entirely self-contained, compact and 
reliable temperature recorder auto- 
matically writes a continuous record of 
temperature changes on a replaceable 
chart. Record shows at a glance +> 
and mioumum temperatures and the dur- 
ation of temperatures above or below any 
given point; also shows the exact time of 
every temperature change and how 
rapidly it takes place. Rerordias Seo sod 
bi-metallic element are built in hi 
removable door which is also froat, = 
instrument. Thus, by merely changing 
doors it is easy to interchan 
54” wide and 444” deep. 


FLORITE Anemometer 


la principle, this unique instrument operates as 
an anemometer but provides instantaneous, direct 
readings of air velocity without timing, calcula- 
tions or reference to charts. Readings are ‘obtained 
by holding the instrument in the air stream so 
that air blows against its circular face, causing 
rotation of a multi-blade rotor mounted in instru- 
ment housing. The circular scale surrounding the 
rotor instantly turns to correct air velocity read- 
ing under an index pointer on scale window. 


Furnished with detachable handle (not shown) 


and leather case. 
Write for Bulletin 1-760 


BACHARACH Industrial instrument Co. 


¢ temperature ranges. Instrument is 8” tall, 
arts are 4}4 inches in diameter. 


DON'T START... 
Continued from page 31 


coils, matched to the condensing 
units, right inside the old air wash- 
er casing. These 4-row coils, each 
with face area of 21 x 78”, were 
mounted in the space between the 
filter and the spray heads of the air 
washer. This placed them directly 
over the air washer pan, so no 
separate drip pan was needed. 

This arrangement left the origi- 
nal air washer intact. The old oil- 
bath filter was still in good shape. 
The steam coils in the air washer 
were left in the system for heating. 
This in no way affects the cooling 
job. 

The air washer itself is still 
used for ventilation during in-be- 
tween seasons. To change from 
air washer operation to mechani- 
cal air conditioning it is necessary 
only to cut off the circulating pump 
for the washer and cut on as many 
of the five condensing units as 
needed. All of these units are 
locked into the ventilating fan 
circuit so that none of them will 


run unless the fan is in operation. 

Each compressor-coil combina- 
tion is actually a separate system. 
All are set up to operate by man- 
ual control so that each can be 
operated alone or in combination 
with any number of the others. 

This arrangement has three ma- 
jor advantages: it provides maxi- 
mum economy of operation; it 
protects against complete system 
shutdown due to equipment fail- 
gre; and it eases maintenance 
problem by making it possible for 
the church custodian to tell when 
starting up the equipment if any- 
thing is wrong. 


DURO-DYNE COMPLETES 
NEW LONG ISLAND PLANT 

Duro-Dyne Corp., manufacturer 
of sheet metal specialties for heat- 
ing and air conditioning, has com- 
pleted construction of its new plant 
and office building. 

Located in Farmingdale, Long 
Island, the new structure is a one- 
story building designed to house a 
manufacturing plant as well as the 
company’s executive offices. 


Your Sales are the payoff 


Write for Bulletin 1-715 


SELF CONTAINED 
BOTTLE COOLER 


DRAINBOARD 


AUTOMATIC 
KUBER 


» 


AND LA CROSSE GIVES YOU MORE 
OF EVERYTHING YOUR CUSTOMERS 
WANT MOST IN COMMERCIAL 
REFRIGERATION EQUIPMENT 


SELF CONTAINED 


BLUEBIRD 
DIRECT DRAW 


LA CROSSE 


THE LINE THAT'S 


PROFIT DESIGNED FOR YOU 


ICE CUBE MAKER 
12 TRAY 


LA CROSSE 


COOLER co. 


PRE-COOLER 


EXPORT OFFICE: 
125 BROAD ST. 


3002 LOSEY BLVD., 80. 


NEW YORK CITY 
LA CROSSE, WISCONSIN 


CABLE: EXIMPORT 
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SERVICE ALL TYPES 
OF HERMETIC UNITS 


urth One Valve / 


hi 


ES 
HERMETIC 
aT taal Cy 


Eliminates the need for a 
separate valve for each her- 
metic unit serviced. Master 
valve is furnished with 
adaptors and stem exten- 
sions to service specific 
units. 


ot Stainless steel stem pro- 
vides long service life—at 
no added cost. 


+ Available with or without 
compound gauge in large 
heavy gauge steel box. 


oe Many other time and cost 
saving features. 


See your Kerotest wholesaler today. 
Ask for No. 4321 or 4321G (with gauge). 


KEROTEST MANUFACTURING CO. 
2504 Liberty Avenue 
Pittsburgh 22, Pa. 
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January 27-29, 1958 
American Society of Heating and Air 
Conditioning Engineers (Annual 
Meeting) 
Pittsburgh, Pa. 


March 31-April 2, 1958 
Gas Appliance Manufacturers As- 
sociation (Annual Meeting) The 
Greenbriar 
White Sulphur Springs, W. Va. 


May 4-7, 1958 
Air-Conditioning and Refrigeration 
Institute (Board Meeting and An- 
nual Meeting) 
The Homestead 
Hot Springs, Va. 


May 5-9, 1958 
National Restaurant Association 
(Convention and Exposition) 
Navy Pier 
Chicago, Ill, 


June 9-13, 1958 
Oil-Heat Institute of America (Con- 
vention and Exposition) 


New York, N. Y. 


June 23-25, 1958 
American Society of Heating and Air- 
Conditioning Engineers 
American Society of Refrigerating 
Engineers (Joint Meeting) 
Leamington Hotel 
Minneapolis, Minn. 


October 12-17, 1958 
American Gas Association (Annual 
Convention) 
Atlantic City, N. J. 


October 22-24, 1958 
Air-Conditioning and Refrigeration 
Wholesalers (Annual Meeting) 
Sheraton-Palace Hotel 
San Francisco, Calif. 


December 1-3, 1958 
American Society of Refrigerating 
Engineers (Semiannual Meeting) 
Hotel Roosevelt 
New Orleans, La. 


December 1-4, 1958 
National Warm Air Heating and Air 
Conditioning Aserociation 
(Committee Meetings and 


Annual Convention) 
Cleveland, Ohio 
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CONDENSATE 


PUMP 


Combines QUALITY 
and PERFORMANCE 
WITH LOW COST 


@ Positive displacement 
electric switch w/float control 


= Completely Automatic 
®@ Small and Compact 
@ Ready to Install 


The engineering achievements inher- 
ent in AMCO Condensate Pump 
form everything that means efficient, 
quiet, trouble-free operation. A New 
Float-Controlled Condensate Pump that 
is a fully automatic unit, for removing 
hot or cold condensate fluid from re- 
ceiver tank of air conditioning systems 
or boilers and pumps it to outside 
drain. Has 1/30 H.P. Motor, 20 ft. 
head, most powerful made. Will deliver 
up to 371 G.P.H. Complete with 6 foot 
heavy rubber cord and shock proof 
plug . . . Shipping weight 13 Ibs. 


Don't break concre 
Time! Get More Jot 


AMERICAN COMFORT 
MANUFACTURING COMPANY 


2401 Main Street 
ToT ede 


DAvis 8-9200 


Send for literature and price list today. 
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GROUND BROKEN FOR 


INSTANT-ICE NEW PARAGON PLANT 
Ground has been broken for a 


new $400,000 manufacturing plant 
for Paragon Electric Co., manufac- 
turer of automatic time controls. 
The new 72,000 sq.ft. plant 
which will be situated on a 27- 
acre tract at the west entrance to 
Two Rivers, Wis., eventually will 
consolidate all manufacturing op- 
erations at a single site. 
, The company now operates five 
The most complete separate plants in this area. They 
line... will be sold when the move to the 
14 MODELS! 


new plant is completed. 
Production ranges from 600 Ibs. to 
$000 Ibs. per 24 hours. Air-cooled, 7 
water-cooled. Self-contained and re- 
acte made, BENDIX NAMES FIRM 
Precision-built.. . . sold on quality, IN KANSAS CITY, KANS. 


convenience and dependability. 


The appointment of D. D. Dar- 
_ ee — nell & Co. to represent the Evans- 


WRITE NOW! ville Div., Bendix-Westinghouse 


Automotive Air Brake Co. in the 
for complete details... southwest has been announced. D. 


D. Darnell is in Kansas City, 
LIQUID FREEZE Kans. and, maintains branch of- 
~ fices in Dallas, Wichita, and 
orporation ’ ’ 
< P Omaha which will serve Texas, 
1133.24th ST * OAKLAND, CALIF, 


herp eT Oklahoma, Kansas, Nebraska, and 
western Missouri. 


THESE IMPURITIES gtttrseutn 


SOLDER — CHIPS 
cause trouble RUST— CARBON 


--cost mately a and other contaminants 


Protect your systems by installing low-cost, high capacity 


(QFN) PERMACLEAN FILTERS 


for permanent Suction and Liquid line service 


kt is now considered standard practice to install a low micron 
filter in the suction side of every installation—especially those 
using a hermetically sealed unit. This pays big dividends by 
eliminating troubles, shutdowns, callbacks and expensive cleans- 
ing jobs caused by foreign matter in the system. 


Low micron filtration is also recommended for liquid line service 
ahead of driers, expansion or solenoid valves, capillary tubes or 
other similar devices. 


DFN Permaclean Filters have proved outstanding in keeping 
cefrigerants and oil clean, protecting working parts, keeping 
systems running at peak efficiency. Many sizes to meet all needs. 
Factory-sealed and replaceable cartridge types. Get the habit— 


Circle No. 46 on Reader Service Card 


TOP SECRET 
REVEALED! 


The closely guarded secret of how 
hundreds of refrigerator and air con- 
ditioning service and repair men find 
the extra time to take on more jobs 
— take home a bigger pay envelope, 
has been revealed. It’s Frankell’s 
Hermetic Compressor Opener — a 
fully proven, precision engineered 
unit that requires only 2 minutes of a 
man’s time to open any shape com- 
pressor (up to 20” in dia.) — regard- 
less of the position of the weld. It’s 
easy as A,B,C, — anyone can do it 
. . » NO special fixtures or jigs re- 
quired . . . and just one hermetic job 
a week pays for this time saving, 
money making wonder. Remember, 
when you repair a hermetic compres- 
sor — the profits are big. 


FRANKELL MFG. CO., INC., 


1074 Home Street, New York 59, N. Y. 


WRITE DEPT. A, for complete information. 


Result in 


plugged driers—pressure drop 

—poor heat transfer—dam- 

aged parts—excessive running 
and HERMETIC BURNOUTS 


PERMACLEAN 
FILTERS 

stop particles as small as 
5 to 10 microns, or 25 
times more effectiveness 
than 100 mesh screen. 
Provide large filtering 
surface area. 


e Ask your Wholesaler 
e Write us for Bulletin G-19 


install DFN Permaclean Filters on every unit—new or old. THE McINTIRE CO. LIVINGSTON 11, N. J. 
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aL 


HN daa 
Yaa CU 
TUBE 


A Bonus of 
Dependability 
with Every Inch! 


When you specify READING, you can count on 

more than just standard copper tubing. It’s the 

product of specialists whose entire facilities are 

concentrated on the fabrication of tubing, and . . 
tubing alone, from raw material to finished Crimped 
product. That’s why you get that important ends seal 
BONUS of RELIABILITY with EVERY INCH out all 

of READING TUBING. Specialized research moisture 
and engineering, specialized quality control and and dirt 
inspection assure you a trouble-free product Hand 
second to none. Strategically located depots 50 t coil in) 
eliminate the problems of time and space. oe 
Personalized “Shirt-Sleeve Service” gives you convenient 
exactly what you want, exactly when you protective 
want it. carton 


‘ 
For PEACE of MIND and ~~ 
Customer GOOD WILL— 
Be sure to specify 


- 
See: 
gee 
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. Yas, air-conditioning with genetron® Super-Dry 
Refrigerants is used in decadent bourgeois capitalist 
countries to keep miserable exploited workers cool 
and comfortable so they don’t know how bad off they is! 


CHECK THESE 


’ CC oY 
va LT hae ak EXCLUSIVE FEATURES: 
High-tensile braid 


ALL THIS... a 


for inshllotion ond smooth, rouble 
and IMMEDIATE 


delivery, too! 


Ends secied after internal clean- 
ing, insuring completely moisture- 
proof chamber. 


hele 


ANIBRATION ABSORBERS 


PROMPT DELIVERY TO YOUR 
MOST PRECISE NEEDS 


Write today for detailed catalog sheet 


PACKLESS merat nose, inc. 


730-10 So. Columbus Ave., Mt. Vernon, N. Y. 
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Distributors 
and Representatives: 
Some choice territories open. 


60 


PROFIT STORY... 
Continued from page 29 


directory to check rates of com- 
parable institutions throughout the 
state. 

With this information, he 
showed the management of the 
Cullman hospital that they could 
easily increase rates $1 per day 
per patient. He convinced them 
that the higher rate would be fully 
acceptable because of the more 
pleasant atmosphere provided. And 
— most important —he pointed 
out that the added revenue would 
pay off the entire cost of the in- 
stallation, plus service contracts, 
within three years. 

The contract was promptly 


signed. 


EXAMPLE 2: A 20-ton air 
conditioning system for a large 
modern chick hatchery. 

In this case, Schaefer learned 
through roundabout channels that 
the hatchery was suffering from 
an unusually high mortality rate 
among baby chicks. Suspecting 
that high summer temperatures 
might be responsible for a large 
portion of this loss, he decided to 
investigate the situation. 

Checking among other hatcher- 
ies in the state, he found that many 
of them had equipped their brood- 
ers with air conditioning. He asked 
the owners of these hatcheries for 
hard-fact comparisons of their op- 
erations before and after air con- 
ditioning. As he expected, the re- 
sults were highly favorable. 

Not until he was armed with all 
these facts did Schaefer make his 
first contact with the hatchery own- 
er. Result: the owner, who pre- 
viously had given no thought at 
all to the possibilities of air con- 
ditioning, quickly signed on the 
dotted line. 


EX-VP OF TYPHOON 
PARTNER IN TAMPA FIRM 

Mark Mooney, formerly vice 
president of Typhoon Air Con- 
ditioning, Div. of Hupp Corp., has 
become a partner in Advance Ap- 
pliance, Tampa, Fla. 

This firm was started in 1948 by 
Sam Graziano, who continues as a 
partner, along with Leo Toribio. 
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TRAN Maem 


inefrimeratio 


The Rockingham Poultry Marketing Cooperative, 
Inc., has six buildings in its great plant near Broad- 
way, Va. 
Frick refrigeration has aided the growth of the 
plant for 20 years in a wide variety of ways—cooling 
— 140,000 Ib. daily storages to different temperatures, quick-freezing 


Services from ate 


Frick-freezing tunnels s poultry and other products, making ice, and doing 
oe air conditioning. 
Visitors come from afar to study the outstanding 
methods used here, and the results obtained. 
What is YOUR special cooling problem? Let Frick 
Engineers aid you in solving it now. Write, wire or 


WAYNESBORO, PENNA. 


Vp-million-lb. freezer storages 


ae g 


“at “— 


= aeagee hold 375,000 bushels Thirteen Frick compressors, (several under automatic control) keep , 
the varied loads balanced with an economical booster system 
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CAPILLARY 
reference GUIDE 


The trend for economy and effi- 
ciency is engineered Capillaries. By 
all laws of refrigeration and physics 
demand a custom designed Capillary 

A Sealed Unit Guide will help you 
order the right Capillary for the job! 


TTT) 


UTA 
Fe CUT 
NOWRA 


Tf 


x 
| 261 East léist St. New York Si, N. Y. 


Send CAPILLARY Guide and prices 
6 Rises 


Zone__State__ 


CLEVELAND FORMS 
HEATING-COOLING GROUP 

A program to boost sales of hot 
water and steam heating and com- 
patible cooling systems in the 
Cleveland area has been launched. 
Known as the Cleveland Better 
Heating-Cooling Council, it has 
been organized in cooperation with 
the national BHC in New York. 

The Cleveland chapter is the 
first in a chain of city councils 
expected to be set up soor through- 
out the country. Serving as a 
“pilot model”, it already has be- 
gun a promotional campaign under 
the direction of Louis C. Oswald 
& Associates, Clevelaud. This pro- 
gram dovetails with the national 
BHC campaign. 

Walter Lige, a representative of 
Bell & Gossett Co., is president of 
the newly formed Cleveland BHC. 

Other CBHC officers are: sec- 
retary, Mrs. W. Wade Rapprich, 
Ohio Pump Service Co.; treasurer, 
A. C. Gleason, Crane Co.:; and 
vice presidents, Keith Clotz, Spohn 
Heating & Ventilating, and George 
Kelly, representative for McDon- 
nell & Miller, Inc. 

CBHC membership now totals 


approximately 100. It’s comprised 
of manufacturers, distributors, 
dealers, representatives, jobbers, 
and contractors concerned with 
promotion of wet heating and com- 
patible cooling systems. 

Although CBHC receives serv- 
ices and guidance from the na- 
tional council, it is independently 
financed and implemented. All 
funds raised locally are spent local- 
ly. They are not allocated to the 
national council. Membership fee 
is $50. 


ASHAE SETS JAN, 27-29 
FOR 64th MEETING 

Symposiums, a topical session, 
and outstanding papers of timely 
interest form the substance of the 
technical sessions planned for the 
6Ath annual meeting of the Ameri- 
can Society of Heating and Air- 
Conditioning Engineers, Jan. 27. 
28, 29, 1958 in Pittsburgh, Pa., at 
Penn-Sheraton Hotel. 

In addition, the Council and 
various committees will meet be- 
tween Jan. 25 and 29 with the or- 
ganization meeting of the 1958 
Council on Jan. 30. 


tT MOVING AIR IS COLDER AIR! 


LIQUIDEYE 


ahh ih ey 1a eee eee) 8) 


ee mde eer 
USE IT WITH CONFIDENCE 


DOLE 


Gin-Cel 
CIRCULATING UNIT 


insures even distribution 
of refrigeration when 
used with truck plates 


@ LIGHTWEIGHT © COMPACT 


Dual AC/DC fan motor operates on 
truck battery during the day, alter- 
nating current at night. Automatic 
switchover. 


DOLE REFRIGERATING COMPANY 
5942 NORTH PULASKI ROAD, 
CHICAGO 30, ILLINOIS 
103 PARK AVENUE, 

NEW YORK 17, N. Y. 

Dole Refrigerating Products Limited 
44 Elgin Street, Brantford, Ontario 


Write for 
Engineering Catalog GE 


Wasimum Retigeration (Mu weary 


Ilustrated: 100 
Series, Ys" or 
%” female by 
male flare 


ALLIN MANUFACTURING CO. 


410 N. Hermitage Ave 
Over 1,000,000 


Chicago 22, Illinois 


Liquid Eyes Sold to Date! 
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SO HALSTEAD & MITCHELL ENGINEERS SAID... 


FOR AUTOMATIC, ALL-WEATHER OPERATION USE 
~ HeM AIR-COOLED CONDENSERS WITH LIMITROL 


All-weather operation of air conditioning and refriger- 
ation units is automatic—no manual changeover is re- 
quired—when the exclusive Limitrol modulating valve 
is used with Halstead & Mitchell’s air-cooled condensers. 
The Limitrol effectively maintains balance between con- 
denser and compressor under all outdoor ambient con- 
ditions by regulating condenser capacity. And winter 
problems with water-cooled systems are avoided. 


H&M’s air-cooled condensers with exclusive Turbu-Flo 
fin design allow peak Btuh at the evaporator. The 
embossed, streamline pattern provides better air wash, 
reducing air film resistance, and improving heat transfer 
by up to 15%. Wide fin spacing assures rated capacity 
longer. Service costs are less, too. 


Installations involving many condensing units are made 
much easier and less costly. Halstead & Mitchell will 
provide multiple circuiting to meet specified require- 
ments (if requested) at no extra charge—on all 12 models. 


Call your wholesaler for more information or write 
Halstead & Mitchell, Bessemer Bldg., Pittsburgh 22, Pa. 


SEND FOR NEW BULLETIN AC-101 


‘Turbu-Flo air-cooled condensers for remote installations’ 


mY 
MEA La 
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SCENES 


WERE YOU TAGGED? Two models, 
June Pickney (left) and Jackie Walker 
(right) hold up tags of two winners of 
transistor radios awarded by Henry 
Valve Co. at the ARI Show. Visitors to 
the Henry booth were tagged by the 
two models with instructions to find the 
person having the identical tag number. 
When a person found a tag with the 
same number as his own, he and his 
“mate” both were given radios. The first 
two winners are shown (left to right), 
William H. Gilster, Wagner Electric 
Corp., and S. E. Leinwand, Detroit Con- 
trols. 


WINS TV SET—R. G. Alexander (right), 
sales manager of Kelvinator's commer- 
cial wholesale department, announces 
the winner of the portable television set 
given away during the Air Conditioning 
and Refrigeration convention in Chi- 
cago. Don Robson, Vincent Refrigeration 
and Heating Supply Co., Milwaukee, 
was the winner. The drawing was made 
from cards filled in by visitors to the 
firm's hospitality suite at Sherman Hotel. 
Sitting atop the treasure chest is Miss 
Marlene Born, hotel secretary. Beside her 
is Don Keller, Kelvinator commercial 
sales representative, Alexander holds the 
lucky card which Miss Born drew from 
the treasure chest. 


* + o 


ONLY THREE PIECES off! That was 
how close the winning guess came to the 
total number of 3" pieces of integral 
finned tube in Wolverine Tube's contest 
feature at the recent ARI Show. Every- 
one visiting the Wolverine exhibit was 
given a chance to guess how many 
pieces of “Trufin" were in a cauldron 


FROM THE EXPOSITION 


at the firm's booth. The cauldron actu- 
ally contained 2,028 peices. Edward J. 
Solski, Controls Co. of America, won a 
portable TY set for his winning guess of 
2,025. Transistor radios were given to 
Eldon Baker, Percival Refrigeration, 
Boone, lowa, and R. H. Gustafsen, Sund- 
strand Engineering Co., Rockford, Ill., 
for the next closest guesses. 


HOW DOES IT WORK? That was one 
of the questions most frequently asked by 
visitors at the 10th Exposition of the Air- 
Conditioning and Refrigeration Industry 
as they examined the many operating 
displays staged by manufacturers. Here 
Paul Nolan (right) an instructor at Chi- 
cago's Washburne Trade School, puts this 
same question to Harry Kirby, Cleveland 
district manager of Marsh Instrument Co., 
as he examines the company's new “Su- 
per-Heat” thermometer for testing and 
adjusting expansion valves. 


HANDY & HARMAN BUILDS 
NEW CALIFORNIA PLANT 

Handy & Harman, fabricators 
and refiners of precious metals, 
is building a new and larger plant 
at 33 N. Gibson Rd., El Monte, 
Calif. 

The new plant, complete with 
office, laboratory, refinery, operat- 
ing area and warehouse, will cover 
more than 23,000 sq.ft. It will have 
twice the capacity of the plant 
which the company opened in 
April 1947 in Los Angeles. As the 
company’s fifth plant, it is sched- 
uled to begin operating in Febru- 
ary 1958. The Los Angeles plant 
then will close. 


NEW STANDARD FROM ARI 

A new ARI Standard for 
“Forced Circulation, Free-De- 
livery, Air-Coolers for Refrigera- 
tion” has been issued by the Air- 


Conditioning and Refrigeration 
Institute. 

Numbered ARI Standard 420- 
57, the new publication is com- 
bined with an application-engi- 
neering standard, which establish- 
es “specifications for the applica- 
tion of forced-circulation, free- 
delivery air-cooiers for refrigera- 
tion for the guidance of all seg- 
ments of the industry and the 
user.” The application-engineer- 


ing standard is numbered 421-57. 


HAINES OF M-H TELLS 
GROUP “WAY TO PROFIT” 

John E. Haines, vice president 
of Minneapolis-Honeywell Regu- 
lator Co., recently was a featured 
luncheon speaker at the first An- 
nual Institute of the Mechanical 
Contractors Association of Great- 
er Kansas City. 

Haines’ subject “Way to Profit”, 
dealt with the use of air condi- 
tioning in the complete sense of 
the term. Dealing with the eco- 
nomics of the field, he proved his 
claims by the results of research 
and statistics gathered during the 
past two years. 

The Institute was attended by 
212 architects, engineers, contrac- 
tors, and building owners and 
managers. 


AIRTEMP SETS UP ZONES 
FOR CONSTRUCTION DIV. 

Another major revision of Chrys- 
ler Corp. has been announced 
with a change in its Airtemp Con- 
struction Div. Six new zone op- 
erations have been established to 
handle sales and engineering ac- 
tivities. Each zone will have its 
own headquarters, manager (a 
new post), and staff. 

The following is a list of new 
zones and managerial appoint- 
ments: northeast zone, New York, 
F. D. Halama-manager; southeast, 
Atlanta, F. G. Kilburn; mid-cen- 
tral, Chicago, R. M. Hagan; south- 
west, Dallas, W. F. Jeffers: west 
coast, Los Angeles, manager to be 
named; and north-central, Day- 
ton, J. V. Weigle. 

The division works specifically 
with mechanical contractors and 
specializes in heavy duty air con- 
ditioning equipment. 


JANUARY, 1958 © COMMERCIAL REFRIGERATION 





YV/LL HAVE THIS JOB \ WELL HURRY IT UP, 
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GOSH, IT'S MILES AWAY. ILL HAVE TO NO ee, ee ae ee eee meD 
CALL LONG DISTANCE. SPECIAL DELIVERY XYZ VALVES FOR A 
WE CAN’T GET THOSE \ THING r ml RUSH JOB AND THE 

VALVES TO YOU FOR /\_CAN DO! MANUFACTURER CAN'T 

DELIVER IN TIME. THIS 

MEANS THE END OF 
THE BOTZ BEER 

ACCOUNT.ONE OF OUR’ 

BEST CUSTOMERS, 


LETS SEE...HERE IT IS...KYZ VALVE CO. leit I SAW YOUR TRUCK OUTSIDE, 


Dood MULLIGAN, 
VALVES JA’ STOCK AND CAN GET THEM TO YOU INNO| Prin TTT Wey YOU'RE A 
TIME AT ALL BECAUSE WE’RE A COMPLETE AIR = : 

CONDITIONING AND REFRIGERATION 


WHOLESALER 
ft ‘\ WONDERFUL! I’LL 
‘ 


USE YOUR SERVICE IN 
ALL My JOBS 


Service is minutes away when you phone your complete air con- 

ditioning and refrigeration wholesaler for parts and supplies. Al- 

ways insist on Freon*—the preferred refrigerant that’s depend- 

able and trouble-free. Why accept anything less than the best 

when you can buy “‘Freon’’ made by Du Pont—pioneer producer Buy where ; 

of safe refrigerants? you see this sign... 


FREON eerricerants ——— 


*Freon and combinations of Freon- or F- followed by numerals are BETTER THINGS FOR BETTER LIVING 
Du Pont’ s registered trademarks for its fluorinated hydrocarbon refrigerants. - ++ THROUGH CHEMISTRY 
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Refrigeration and 
Air Conditioning 


RELAYS 


KLIXON 


Request ow 
catalog sheets. 


Your Relay Source... 
SAM HAMMER wx. 


698 WASHINGTON AVENUE 
BROOKLYN 38, NEW YORK 
SOLD ONLY THRU JOBBERS 


Will not damage protective 
coating in any way 


Here’s what you need for fast, easy, 


CONTROLS CO. BREAKS 
GROUND FOR NEW PLANT 

Controls Co. of America has an- 
nounced the breaking of ground at 
Crystal Lake, Ill., for a new 20,000 
sq. ft. light manufacturing plant to 
house expanded operations of its 
wholly owned subsidiary, Lake 
City, Inc. 

The plant is expected to be com- 
pleted and operating early this 
year. It will be a one-story, fire- 
proof structure of brick and con- 
crete and its cost was set at ap- 
proximately $180,000, including 
real estate. 

It will house from 200 to 300 
employees in the manufacture of 
automatic timers and synchronous 
timing motors. 


SQUIRT OK’S LACROSSE 

La Crosse Cooler Co. has an- 
nounced an addition to its list 
of approved parent companies, the 
Squirt Co., Sherman Oaks, Calif. 
All of the La Crosse coin-operated 
selective venders now are avail- 
able in Squirt yellow and also 
will be provided with that com- 
pany’s identification sign. 


J 
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STANDARD 1,@ @etr 


e208 isa es 
COMPACT 


@ LOW PRESSURE 
DROP 


@ NO SPECIAL 
TOWER 
CONNECTIONS 


Pees tyes 
@ EASILY DRAINED 


Water passes can 
lower (water inlet) 


REFRIGERATION CO. 
Office 
KP ees eae ae 


Factory 


3539 Fillmore Street, Chicago 24, Ill 


aed eet 
os, ee 


new from KR ACK 


semi-circular unit cooler 


low-cost application of insulation to ducts, 

etc. Gemco Metal Insulation Hangers and Tuff-Bond General 
Purpose Adhesive for rough surfaces... Tuff-Weld Nylon 
Insulation Hangers and Quik-Set Adhesive for smooth 
surfaces. These hangers and adhesives provide ample strength 
to hold insulation in place securely. (Use Gemco Se/f-Locking 
Washers to lock insulation to hangers.) Investigate today! 


GOODLOE E. MOORE, Incorporated, Danville 40, Illinois 
or... W.D. Elmslie, Lid., 4837 Lawrence Bivd., Montreal, Canada 


Please send complete details and prices on Gemco and 
Tuff-Weld Insulation Hangers. 


sialic ela 
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Exclusive circuiting system prevents coil “frost-up’”’ 
@ Electrostatic air filter on air intake. 
@ Mounts against wall for more usable storage room. 
@ Semi-circular discharge gives more even air circulation. 
@ Has full size built-in heat exchanger. 


@ Easier to install—suction and liquid line can be taken from either 
side of the unit. 


@ Drain pan is hinged for easy access to motor and expansion valve. 
New BULLETIN SC-957 gives complete data . . . write or ‘phone today! 


Only Krack’s 25 years of engineering and production 
experience makes such cooling oalues possible. 


se au 


APPLIANCES, INC. 


905 W. Lake S$! 
Chicago 7, ne 


7898 
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WAGNER SINGLEPHASE MOTORS 


This two-in-one motor 
is your best choice 


FOR 


HARD-TO-START 


LOADS 


Integral ratings, 1-5 hp are avallabie 
In the latest NEMA Frame Sizes 


4 pole (1750 RPM, 60 cycle and 1450 RPM, 50 cycle) ratings 
are interchangeable in mounting dimensions with capacitor 
start motors of the same ratings. 


GET MORE STARTING 
TORQUE WITH THE 
SAME HORSEPOWER 


MOTOR STARTING CURRENTS 


% OF FULL LOAD TORQUE 


AMPERES 


ONE HP, 1750 RPM, 60 CYCLES, 230 VOLTS 


The Wagner Heavy Duty 
» Type RA Repulsion-Start 
J induction Motor offers: 


e HIGH STARTING TORQUE 
e LOW STARTING CURRENT 
e HIGH OPERATING SPEED 
e FLAT EFFICIENCY CURVE 


The Wagner Type RA is the work horse of the singlephase 
motor field. It combines high starting torque for quick, easy 
starts with low starting current and minimum light flicker. It has 
a constant high operating speed, even under overload, and a flat 
efficiency curve over a wide operating range. 

You practically eliminate service problems when you power 
tough singlephase applications with Wagner RA Motors. They 
have unmatched ability ro start high inertia or heavy friction 
loads repeatedly and they give many years of unfailing service. 

Let a Wagner Sales Engineer show you how these motors can 


be applied to your needs. Call the nearest branch office, or write 
for Bulletin MU-220. 


BRANCHES AND DISTRIBUTORS IN ALL PRINCIPAL CITIES 


Wadaner Electric @rporation 


6442 Plymouth Ave., St. Louis 14, Mo., U.S.A. 


ELECTRIC MOTORS + TRANSFORMERS + INDUSTRIAL BRAKES +« AUTOMOTIVE BRAKE SYSTEMS—AIR AND HYDRAULIC 
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HEATING-COOLING BOOK 
IDEAL FOR PROMOTION 

A new and colorful booklet de- 
signed to assist contractors or 
builders in promoting their busi- 
nesses locally, as well as the hot 
water heating systems they sell 
and install, has been published by 
the Better Heating-Cooling Coun- 
cil, 

The 16-page booklet, “Heart of 
the House”, discusses the benefits 
of all types of liquid heating and 
heating-cooling systems. Every ef- 
fort has been made to keep the 
publication non-technical and of 
especial interest to housewives. 

No brand names or products are 
mentioned or illustrated. A short 
history of heating is included and 
numerous three-color sketches il- 
lustrate baseboard, convector, ra- 
diator, and floor-panel systems. 

Shown also are the various 
methods by which comfort cooling 
equipment can be installed with 


“That thermostat isn’t connect- 
ed to anything — but it seems 
to keep everyone happy!” 


hot water heating systems in any 
new or modernized house. 

Emphasis throughout points up 
that heat is a necessity of life. It 
explains that good home heating 
protects family comfort and 
health, and therefore should come 
first in the family budget. 

Sales points applying to the in- 
dustry as a whole are listed and 
illustrated brightly. Particular em- 
phasis is given to benefits which 
appeal to women. 

An imprint space is included 
for contractors or wholesalers who 
decide to use the booklet as a gen- 
eral promotion piece. Discounts 
will be offered in quantity pur- 
chases. A free copy may be ob- 
tained by writing to the Council 
at 250 Park Ave., New York 17. 
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OUTDOOR FROZEN FOOD vault provides refrigeration for J. W. Wyatt & Co., Inc., 
Danville, Va., wholesale grocers. Unusual feature of freezer is integral tar and gravel 
roof, which eliminates need for shed roof or other makeshift roof protection. The vault, 
18 x 30 x 9, was built by Recony Sales & Engineering Corp., Richmond, Va. Exterior and 
interior sheathing is of aluminum with “Fiberglas” insulation. Two independent 3-hp, 
air-cooled condensing units keep the temperature at -5 degrees. The freezer, in effect, 
is an extension to the main building and valuable space in building is not sacrificed. 


SALES NETWORK 
EXPANDED 

A new branch office has been 
opened in Amarillo, Tex. by 
American Blower Div. of Ameri- 
can-Standard. Named manager of 
the new «ales facility is F. L. 
Matthews. 


OHIO “PLANNERS” HEAR 
“ALL-ELECTRIC” STORY 


Some 200 architects and con- 
sulting engineers from Ohio and 
surrounding states attended an All- 
Electric Heating and Air Condi- 
tioning Symposium Nov. 21 and 
22 at the Neil House in Columbus. 

Robert W. Osterholm, Canton, 
commercial manager for the Ohio 
Power Co., was general chairman. 
Discussions covered motor-driven 
summer air conditioning equip- 
ment, heat pumps as central plant 
equipment, packaged heat pumps, 
electric resistance type space heat- 
ing and competitive equipment. 

Six Ohio electric companies 
teamed to sponsor the symposium. 


TRANE GETS COOLING 
JOB AT MISSILE PLANT 


Trane Co., has been awarded 
the contract to provide air condi- 
tioning equipment with capacities 
for delivering 3250 tons of cooling 
for the new Martin Co. plant, now 
being erected at Orlando, Fla. 

Approximately 422,000 sq.ft. 
out of a 488,000 sq.ft. total will 


be air conditioned. In addition 
to employee comfort, the air con- 
ditioning will provide dust and hu- 
midity control important in the 
production of electronic equip- 
ment. 

The Martin plant will house re- 
search and manufacturing facili- 
ties in the fields of guided missiles, 
electronics, nucleonics, and small 
weapons systems. 

In effect, five individual air con- 
ditioning systems will be utilized, 
each centered around a 650-ton 
capacity Trane centrifugal water 
chilling machine called “CenTra- 
Vac”. 

The “CenTraVac” will distribute 
chilled water to air handling units 
which in turn will provide cooled 
air for their respective zones. 

The refrigeration machines will 
provide cooling equivalent to melt- 
ing 6,500,000 lbs. of ice every 24 
hours — or enough to cool 1,200 
homes. 


STODDARD BUILDS NEW 
FURNACE, FILTER PLANT 

Stoddard Mfg. Co. has an- 
nounced the building of a new 
furnace and air conditioner filter 
plant in Clarendon, Ark. 

The company has taken a 20 
year lease on the factory and 
office buildings being constructed 
on the Clarendon Industrial Devel- 
opment property. 

The plant is the company’s 
sixth plant. 
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ARW NAMES HIEBER HEAD; 
TO MEET IN FRISCO IN °58 
William J. Hieber, vice presi- 
dent of Refrigerative Supply, Inc., 
Portland, Ore. 
+ was elected presi- 
BS dent of Air-Con- 
ditioning and 
Refrigeration 
@ Wholesalers at 
the group’s an- 
nual meeting in 
HChicago last No- 
Bivember. He as- 
Bs med office ef- 
fective January 1. 
Elected to serve with Hieber 
were: Charles G. Koopman, Sup- 
ply Distributors Corp., Boston, 
Mass., vice president; William C. 
Miessemer, Arizona Refrigeration 
Supplies, Inc., Phoenix, Ariz., 
secretary; and E. Peter Sorensen, 
Airo Supply Co., Inc., Chicago, 
Ill., treasurer. 


W. J. Hieber 


New directors elected to serve 
three year terms through 1960 in- 
clude Koopman from Region 1, E. 
S. Diggle, Henry V. Dick & Co., 
Inc., Columbia, 5S. C., and Alex 
Trevino, United Supply Co., San 
Antonio, Tex. Diggle represents 
Region 4 and Trevino represents 
Region 8. 

ARW’s 1958 annual meeting is 
scheduled October 22-24 at Shera- 
ton Palace Hotel, San Francisco. 

Completing the benid of direc- 
tors for 1958 are, Irving J. Fajans, 
Aetna Supply Co., New York City; 
immediate past president; Boyd 
Evans, United Refrigeration Sup- 
ply Co., Memphis, Tenn.; Alex H. 
Holcombe, Jr., Victor Sales & Sup- 
ply Co., Philadelphia, Pa.; Jack L. 
Homan, Allied Supply Co., Inc., 
Dayton, Ohio, and Merle Titus, 


Dennis Supply Co., Omaha, Neb. 


AMCA ELECTS WILCOCK 
PRESIDENT FOR 1958 

James W. Wilcock, general sales 
manager, Sturtevant Div., West- 
inghouse Electric Corp., Boston, 
has been elected president of the 
Air Moving & Conditioning Asso- 
ciation for the 1958 term. 

Vice presidents elected are: R. 
A. Wasson, vice president and gen- 
eral manager of Clarage Fan Co., 
Kalamazoo: L. A. Macrow, man- 
ager of the Systems & Equipment 
Dept. of Machinery & Systems 
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Div., Carrier Corp., Syracuse; and JOHNS-MANVILLE NAMES 
W. H. Rietz, president of Ilg Elec- TEXAS CONTRACT UNIT 
tric Ventilating Co., Chicago. The Industrial Insulations Div. 
Secretary-treasurer is J. J. Mer- of Johns-Mauville has named Park- 
rick, division sales manager, John er-Fallis Insulation Co., Inc., San 
J. Nesbitt, Inc., Philadelphia. Antonio, as its insulation contract 
Marshall F. Allen has been ap- unit in both the north central and 
pointed executive vice president. south central portions of Texas. 
In the north central Section, 
which includes the Dallas-Fort 
Worth area, Parker-Fallis will 
HANDLES DRAYER LINE maintain an office and warehouse 
Ray Goodwin Co., Omaha, has at 1704 Orleans St., Dallas. The 
been named representative for south central area will be covered 
Drayer-Hanson in Nebraska and by an office and warehouse at 8300 
the lower half of South Dakota. Broadway, San Antonio. 


MOTOR 
CAPACITORS 
BY C-D 


For nearly 45 years experts in motor 
service maintenance have relied on 
Cornell-Dubilier motor capacitor:. T) 
earliest practical and efficient AC 
electrolytic motor start capacitors were 
developed by C-D. Motor designers 

and equipment manufacturers long ago 
recognized the “Consistent 
Dependability” of C-D motor 
capacitors. No wonder there are more 
C-D capacitors in use today than 

any other make! 


Always insist on C-D—there’s a right 
type for every motor. Ask your C-D 
distributor for your free copy of 

C-D’s famous motor capacitor Manual 
and Catalog No. 168. He’s listed in 

your classified phone book. Dept. CR 27 
Cornell-Dubilier Electric Corporation, 
South Plainfield, New Jersey. 


@ Cornevt-Dusitier Capacitors 


PLANTS IN SOUTH PLAINFIELD, N. J.; NEW BEDFORD, WORCESTER AND CAMBRIDGE, 
MASS.; PROVIDENCE oa HOPE VALLEY, R 1.5 INDIANAPOLIS, IND.; SANFORD AND 
FUQUAY SPRINGS, N. ; SUBSIDIARY THE RADIART CORPORATION, CLEVELAND. © 


® THERE ARE MORE C- D CAPACITORS IN USE TODAY THAN ANY OTHER MAKE 


1958 
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Duct Sizing Can Be Simple 


QUITE FREQUENTLY the air con- 
ditioning serviceman may be calied 
upon to check an existing duct 
system for proper sizing. It might 
be for the purpose of adding cool- 
ing to a residence, or it might be 
part of an effort to find the rea- 
son for faulty operation of a sys- 
tem. 

Most of the conventional meth- 
ods for accomplishing such a 
check are rather cumbersome. 
They involve the use of air friction 
charts or duct sizing charts as 
well as register catalogs. Due to 
the infinite number of possible 
duct layouts, a person of limited 
experience would find such a 
process quite complicated and time 
consuming. 

To simplify this procedure and 
yet retain a fair amount of ac- 
curacy, Michael H. Pelosi, Jr., 
manager of engineering and de- 
velopment for U.S. Air Condition- 
ing Corp., has prepared the chart 
reproduced on this page. 

This chart indicates the approxi- 
mate areas of main trunk ducts 


COOLING 
UNIT Return 


APPROXIMATE DUCT 
AND GRILLE AREAS 


(In the column showing size 
of cooling unit, A indi- 
cates air cooled and W 
indicates water cooled 


equipment.) 


& AIR CONDITIONING @® JANUARY, 1958 


SIZE Net Sq. Inches 


and return air grilles for the more 
common sizes of air conditioning 
jobs. It is almost self explanatory, 
and requires only the following 
few notes for its immediate use 
by any serviceman. 

The term “trunk duct” refers 
to the initial size of duct connect- 
ing to the equipment, where the 
full rated cfm is carried. In the 
case of a bonnet plenum, use the 
total of the separate areas of all 
branches feeding from the plenum. 

The gross size of return grilles 
is the nominal size as referred to 
in a catalog, and the areas shown 
assume approximately 70% free 
area. 

The residential figures are based 
on a maximum velocity of 800 
fpm, and therefore are minimum 
figures. Any velocity above 800 
fpm usually will cause static pres- 
sure in excess of that normally 
available. 

The commercial figures, how- 
ever, will allow more latitude. 
They are based on 1200 fpm, so 
that a 10% reduction in areas 


ERE is a quick and accurate way 

of setting a low pressure con- 
trol that is hooked into the com- 
pressor crankcase or suction manifold 
of a unit. 

First pull the main electric switch. 
Then install your single gauge charg- 
ing and testing unit to the compres- 
sor suction service valve, and front 
seat this valve. Hook up a drum of 
gos to your test set to supply the 
pressure, and open the drum valve. 

Open the test set valve very 
slowly, watch the gauge needle, 
and listen for the click of the low 
pressure contacts to indicate the 
cut-in point. Then close off the gas 
supply. Next, loosen the hose quick 
coupler at the drum very slightly 
to allow gas to escape. Again watch 
the gauge needle and listen for the 
click of the control to indicate it is 
open. 


George R. Hendrickson 
No. Arlington, N.J. 


generally can be tolerated. This is 
true because most commercial air 
conditioning units can handle con- 
siderably higher static pressures, 
and because noise is not always a 
limiting factor as it is in a resi- 
dence. 


Supply or 


Trunk Duct 


Return Air 
Grilles Return 
Total Gross 


Sq. Inches 


Ret. Air Grille 
& OA. Louvre 
Total Gross 
Sq. Inches 


Supply or 


Trunk Duct 
Net Sq. Inches 
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CABINET CoO., Inc. 


2800 Webster Ave., N. Y. 58, N. Y 


Continued from page 14 


ber of the Iron Fireman organiza- 
tion for 28 years, a vice president 
since 1951 and in 1955 also became 
general manager in charge of the 
heating and cooling division. 


Dick Gallagher, formerly 
branch manager at Boston for Gen- 
eral Controls, has been promoted 
to assistant branch manager of the 
New York office. He is succeeded 
by John Boyle at Boston. 


Robert D. Eichman, sales en- 
gineer for Penn Controls, Inc., has 
been transferred to the Milwaukee 
district office where he will assist 
H. D. Gray, manager. Eichman 
joined Penn in 1951 and was pre- 
viously assigned to the New York 
district office. 


Trane Co. has announced the 
promotion of Gene H. Binning 
to branch office manager of the 
firm’s Oklahoma City territory. 


STAMINA of BROOK A.C. MOTORS 


is no coincidence! 


Design is based on over half a century of ex- 


perience. 


Built to surpass NEMA Specifica- 


tions, yet cost no more than ordinary motors. 
Single and polyphase. All major types. 1 to 600 


HP. Shipped from stock. 


@ Positive 
of leads. 


, 


@ Long-life windings are 
triple impregnated and 
baked. 


@ Internally-ribbed, shock 


resistant iron frame. 


Generous bearing lub- 
rication capacity. 


@ Bearings two sizes 
larger than customary; 
yet, still replaceable 
from any _— standard 
bearing stock. 


@ High tensile steel, pre- 
cision ground shaft and 
balanced rotor assem- 


bly. 
identification 


SINCE 1904 


worlds most respected motor 


BROOK MOTOR CORPORATION 


3553 W. PETERSON AVE., CHICAGO 45, ILLINOIS 


MOTOR 
Sok liad 


| 


WHAT BUYERS SAY... 
Continued from page 33 


the house eventually and gave me 
an oral bid, but never a firm one. 

Three plumbers had submitted 
bids for my house, and the one who 
got my plumbing business asked if 
he might bid on the heating and air 
conditioning, too. I said I would be 
delighted. But after two months’ 
time, he still had never managed 
to have the engineer for his distribu- 
tor visit the house so he could give 
a firm bid. 

I also contacted two distributors 
through people I had met in my 
editorial work. I made it clear at 
the start that I expected no financial 
discounts or favors, but would ap- 
preciate their help in working out 
an acceptable system and in locating 
someone to install it. 

One of these distributors sent me 
one of the very few intelligent indi- 
viduals in the heating and air con- 
ditioning business that I was privi- 
leged to meet. Unfortunately he was 
not a contractor, and the system he 
represented did not fit our situation 
too well. 

The other distributor, through 
whom I finally obtained my system, 
took an inordinate amount of prod- 
ding on my part over a period of 
nearly three months before we fi- 
nally found a contractor who would 
do the job—and do it right —at 
the price I mentioned in my article. 

The first man they steered me to 
arrived in a huge Cadillac and 
called me a couple of weeks later 
to say that he would be glad to in- 
stall, not the system I was interested 
in but one which was totally dif- 
ferent, for a measly $7500. You'll 
recall that my job finally cost ap- 
proximately $3000. 

It would certainly seem to me 
that when a manufacturer contrib- 
utes to advertising in a city, he 
would expect more intelligent fol- 
low-ups, 

ARNOLD NICHOLSON 
Associate Editor 

The Saturday Evening Post 
Philadelphia, Pa. 


NAMED INDIANA OUTLET 
Refrigerating Specialties Co., a 
Chicago manufacturer of refriger- 
ating control valves and regula- 
tors, announces the appointment 
of Barton Distributing Co., of In- 
dianapolis, Ind., as distributor 
for its products in the state of 


Factory Representative, Warehouses, Dealers, Service Stations, in Major Cities. | 
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OPPORTUNITIES 


(Classified Advertising) 


Rates: for ‘Positions Wanted," $6.50 minimum, 
limit 25 words. For all other classifications, 
$8.00 minimum for 25 words or under, each 
additional word 20¢. Boldface type or alli 
capitals, $10.00 minimum for 25 words or under, 
each additional word 25¢. All classified ad- 
vertising payable in advance. 


NEW PRODUCTS WANTED 


LARGE MANUFACTURER OF RE- 
FRIGERATION EQUIPMENT WILL 
ACCEPT EXCLUSIVE SALE OF MER- 
ITORIOUS PRODUCTS IN RESTAU- 
RANT AND REFRIGERATION 
FIELD. WE HAVE A THOROUGHLY 
TRAINED SALES PERSONNEL NOW 
SERVING 150 DISTRIBUTORS 
THROUGHOUT THE UNITED 
STATES. THIS IS AN EXCELLENT 
OPPORTUNITY FOR MANUFAC- 
TURERS TO ACQUIRE A READY 
MACE SALES ORGANIZATION 
WITH ESTABLISHED CONNEC. 
TIONS MUST BE EXCLUSIVE REP- 
RESENTATION. WE INVITE COR- 
RESPONDENCE. WRITE TO ALVIN 
D. ROSE, 2518 W. MONTROSE AVE., 
CHICAGO 18, ILL. 


BUY FROM YOUR 
REFRIGERATION WHOLESALER 
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AMERICAN BLOWER LISTS 
OPENINGS IN SCHOOL 


Openings in all scheduled peri- 
ods still exist for the 1958 Ameri- 
can Blower Commercial Air Con- 
ditioning Training School pro- 
gram. 

Weekly sessions begin in De- 
troit Jan. 6. There are 14, one- 
week courses scheduled. Each 
course includes classroom and lab- 
oratory periods. Laboratory serv- 
ice projects cover a full range of 
commercial air conditioning prob- 
lems and operations. 

Any commercial air condition- 
ing serviceman or application en- 
gineer may enroll. Registration 
may be made through local Ameri- 
can Blower branch offices or 
through the firm’s distributors. 


NAMED FIELD SALES MGR. 


Jack W. Siegel, territory sales- 
man since 1948 for L & P Elec- 
tric Co., New York wholesale dis- 
tributors for Fedders-Quigan 
Corp., has been promoted to field 
sales manager, Fedders Room Air 
Conditioning Div. 


genetron” Super-Dry Refrigerants are available 
from wholesalers everywhere! 
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DRASTIC 
PRICE 


REDUCTION 
commercial package 


AIR CONDITIONERS 


WATER COOLED 
2-3-5 HP. 


These are brand new, factory stock, 
nationally advertised, famous brand 
water-cooled package units. We must 
move them out of our warehouse to 
make room for other stock. These units 
are priced to move fast. 

All units have 100%, hermetically 
sealed refrigerant circuits (covered by 
5-year factory warranty), humid 
weather control, handsome natural- 
tone jacket, 4-way adjustable dis- 
charge grill, plenum chamber, water 
regulating valve, adjustable thermo- 
stat, return air grill. Available in either 
208/220 volt - 3 phase - 60 cycle, or 
230 volt - | phase - 60 cycle. All units 
are factory assembled, wired and 
ready for installation. Exceptionally 
compact size makes this equipment 
ideal wherever space is at a premium. 


Write for complete details and prices 
to Box 1157, COMMERCIAL REFRIG- 
ERATION & AIR CONDITIONING 


 anco | 


Anco No-Mo-Rust 


A new product designed to increase your 
fall and winter profits. This proven-effec- 
tive formula prevents rust amt corrosion in 
chilled water and steam boilers and in 
tempered water systems. 


Economical 

to use 
One 2-Ib. can of 
No-Mo-Rust pro- 
vides protection 
for 250 gal. chilled 
water, 125 gal 
hot water. 2-Ib. 
and 10-Ib. cartons, 
4 to a case. Order 
now, enjoy year 
‘round profits. 


Specialists in 
making water behave 


rile te ola 


Lae tt tT th Ame 


Box 1424 . Macon, Georgia 
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BEACH-RUSS 


Pritoble 
VACUUM PUMPS 


Beach-Russ Portable Vacuum Pumps 
are designed specifically for dehydrat- 
ing and testing refrigeration and air 
conditioning units. These high per- 
formance, quiet operating, portable 


pumps are available in two sizes: 


@ Model A Two-Stage Pump—‘o mm. 
vacuum, blank flange, 2.5 cfm, 
¥% HP, weight 80 lbs. 


@ Model O Single-Stage Pump — 1 
mm. vacuum, blank flange, 1 cfm, 
% HP, weight 48 lbs. 


Beach-Russ Vacuum Pumps are also made in 
types and sizes for evacuation and testing of 
refrigeration equipment on a production basis. 


BEACH-RUSS COMPANY 
50 Church St., New York 7, N.Y. Dept. 56 


Send descriptive 


(CD Mode! O Single-Stage 
literature covering 


Vocuum Pumps 


CD Medel A Two-Stage 
Pumps. 


Nome......« 
Company 


Address 


City 
BEACH-RUSS. CO. 
50 Church St., New York 7, N.Y. 


Circle No. 67 on Reader Service Card 
74 


INDEX OF ADVERTISERS 


A 


Airtemp Div., Chrysler Corp. 

Alco Valve Co. 

Allin Mfg. Co. 

American Automatic Ice Machine Co. 
American Comfort Mfg. Co. 
American Potash & Chemical Corp. 
Anderson Chemical Co. 

Anemostat Corp. of America 

Ansul Chemical Co. 

Armstrong Cork Co. 


Bacharach Industrial Instruments 
Beach-Russ Co. 


Bendix-Westinghouse, 
Evansville Div. 


Betz Div., Bohn Aluminum 
& Brass Corp. 


Binks Mfg. Co. 
Brook Motor Corp. 


c 


Century Electric Co. 15 
Coldin Cabinet Co., Inc. 72 
Commercial Credit Corp. 9 
Cover 2 
Cornell-Dubilier Electric Corp. 69 


Copeland Refrigeration Corp. 


Davison Chemical Co. 

Dole Refrigerating Co. 

Dow Chemical Co. 

Drayer-Hanson, Div. of 
National-U.S. Radiator Corp. 


Dunham-Bush, Inc. 


E. |. du Pont de Nemours & Co., Inc. 
Freon Products Div. 


F 


Frankell Mfg. Co. 


Freon Products Div., E. |. du Pont 
de Nemours & Co., Inc. 


Frick Co. 


G 


General Chemical Div., 


Allied Chemical & Dye Corp. . 2, 60, 


Halstead & Mitchell 
Sam Hammer, Inc. 
Highside Chemicals, Inc. 


JANUARY, 


Ingersoll-Rand Co. 


J 
Jamison Cold Storage Door Co. 


Kerotest Div., Miller 
Printing Machinery Co. 


Kramer-Trenton Co. 


L 
LaCrosse Cooler Co. 


Larkin Coils, Inc. 
Lehigh Mfg. Co. 
Liquid Freeze Corp. 


Jas. P. Marsh Corp. 
Melntire Co. 

McQuay, Inc. 
Goodloe E. Moore, Inc. 
F. E. Myers & Bro. Co. 


National-U.S. Radiator Corp. 
Nor-Lake Co. 


Packless Metal Hose, Inc. 


Penn Controls, Inc. 


Ranco, Inc. 
Reading Tube Corp. 
Refrigeration Appliances, Inc. 


Rubatex Div., Great 
American Industries, Inc. 


Ss 


Sealed Unit Parts Co. 
Sporlan Valve Co. 
Square D Co. 

” Standard Refrigeration Co. 


U 
United Cork Cos. 


Vv 


Viking Copper Tube Co. Cover 3 
Virginia Smelting Co. 38 


w 


Wagner Electric Co. 67 
Watsco, Inc. 48 
A. H. Witt Co. 56 


Wolverine Tube Div., 
Calumet & Hecla 55 


1958 @ COMMERCIAL REFRIGERATION 





design for coil drawing 


A THAT WORKS LIKE A MULE 


With muscles of steel, powerful (100 h.p.), specially designed 
Bull Blocks draw VIKING Copper Tube at the rate of 1500 ft. 
per minute in continuous coils up to 2,000 ft. in length. A unique 
conveyor system, designed by VIKING Engineers, swiftly but 
gently moves the coils to and from the blocks and on to testing 
and finishing operations. 


With the pioneering spirit of the Vikings of old, skilled VIKING 
Design and Production Engineers are seeking always to create 
a tube that will do the job better, faster and at lowest cost. The 
result is increasing acceptance for VIKING Copper Tube by 
more and more manufacturers of air conditioning and refrigera- 
tion units and coils. 


| 3 
4 
ee 


The proper kind of temper is vital in tube 
used for refrigeration and air conditioning 
purposes. VIKING Copper Tube has been 
produced with the best available annealing 
and tempering equipment, thus assuring 
perfect fabricating. 


A battery of straightening machines keeps 
VIKING Copper Tube absolutely, unvary- 
ingly straight. In addition, these machines 
precisely temper the tube, imparting to it 
the correct surface hardness .. . assuring 
ease in fabrication resulting in substantial 
savings in time and tabor. 


An electronic “Brain’’ detects the minutest 
flaw or imperfection in the walis of VIKING 
tubes... automatically discarding defective 
tubes. Trouble-free fabrication is virtually 
guaranteed —— operational failures aimost 
completely eliminated. 


COPPER TUBE CO. 


cLEeEevVEtano io, ountO 
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George C. Webster 


Have you 


analyzed your business? 


“How To Analyze Your Business” is the title of the first article in a 12- 
part series starting in this issue of COMMERCIAL REFRIGERATION & AIR CON- 
DITIONING. These articles are being authored by George C. Webster, and are designed 
to help dealer-contractors in the air conditioning and refrigeration industry improve their 
operations by careful analysis of what really goes on in their business. 

Mr. Webster is eminently qualified to write on business planning and pro- 
cedures. For many years he has operated a successful retail heating and air conditioning 
business in Washington, D. C. He also serves as president of Wilson Supply Company, and 
has directed this company since its beginning in 1953. Today, it is one of the larger dis- 
tributing organizations in the country. 

In addition to his direct connections with our industry, Mr. Webster is presi- 
dent of George C. Webster & Associates, Inc., a management consultant business estab- 
lished in 1954. He is currently teaching Business Budgeting and Executive Control at the 
American University Graduate School of Business Administration. 

Mr. Webster’s educational background consists of a B.S. in engineering, an 
L.L.B. and L.L.M. from Georgetown Law School, and an M.A. degree from the Harvard 
Graduate School of Business Administration. 

Mr. Webster’s how-to messages will appear monthly as part of COMMER- 
CIAL REFRIGERATION & AIR CONDITIONING’s continuing efforts to help its 
readers. These timely articles are planned to help your business operate more efficiently, 


more profitably. Don’t miss them! 
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